Fathers, too, are 
worth more now! 


REMEMBER how low prices were in 1941? Homes, 
cars, food have gone way up since then—and so has 
the value of fathers who provide them! 


Could your life insurance— geared to 1941 prices 
—take over for you, at 1952 prices? 


If you need more life insurance—and most men 
do—you'll be glad to know that New England 
Mutual’s premium rates, unlike most things, have 
not gone up. And New England Mutual dividends 


keep your costs at a minimum. 


Let a carefully trained New England Mutual 
man help you bring your life insurance into line with 
today’s prices. He’s a career underwriter—an 


expert in family security problems. He can show you 
how New England Mutual’s unusually flexible policies 
can be fitted to your exact family or business needs. 
If you’re like most men, your life insurance is your 
family’s most valuable financial asset. It’s only plain 
good sense to know as much about it as possible. We'll 
be glad to send you, FREE, a copy of 

YOUR LIFE INSURANCE GUIDE. Writ- 

ten in simple, understandable language, 

it gives you a wealth of practical informa- 

tion about the various types of policies, 

and the advantages they offer. Write the 

company today, Box 333-T, Boston 17, 
Massachusetts. 


m NEW ENGLAND MUTUAL 


Life Insurance Company of Boston 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1835 
NATIONAL ADVERTISEMENT appearing in The Saturday Evening Post, Time, Newsweek 
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Security, 


SUCCESS 





and satisfaction— we have them all 


éé 

ae we wanted from life came true when 
Hal decided to join The Minnesota Mutual Life In- 
surance Company. He had had several jobs but had 
never been completely satisfied. Then we joined Min- 
nesota Mutual where everyone in the Home Office 
and Field Force both did their best to help us ‘get 
ahead’. Never before had we experienced such a 
friendly atmosphere, and Hal’s success has been a 
joy to both of us. At last he is absolutely happy in 
his work which is a prime requisition to any career. 
“Life hasn’t always been so secure. When we were 
first married, Hal was working with a large cosmetic 
house selling display advertising in the eastern part 
of the country. He was transferred to Detroit in 
1930, but just wasn’t satisfied with what he was do- 
ing. In 1933 we opened our own display advertising 
service. We both worked at this job — Hal making 
the contacts and I doing the office work. It was quite 
a successful business, but Hal still was not content. 
When an offer came from a large insurance company, 
we didn’t hesitate long. Hal shared his father’s en- 
thusiasm for the values of life insurance and immedi- 
ately began taking the C.L.U. course to be better 
prepared. When the war intervened, Hal went to 
work for the Treasury Department. 
“During the war I worked for the O.P.A. and there 
met Lloyd Douglass, (deceased), General Agent in 
Detroit, Michigan. Upon meeting Hal after the war, 
Mr. Douglass had very little trouble convincing him 
of the selling effectiveness of Minnesota Mutual sales 
materials. 
“Ours is a friendly company. Where else can you 
call the President of such a large organization by 
his first name? In all our experience we had never 
found a company where we both felt part of such a 


Says Mrs. Harold G. Murray, Detroit, Michigan 


close unit as we do now. I feel almost as much a part 
of the Company as Hal does, and I can help in so 
many ways by keeping reports, doing his secretarial 
work and keeping track of numerous details. I have 
been made to feel that we, the wives, are not just 
housewives, but helpmates as well, and I love it. Not 
only that but we are given recognition for the part 
we play in our husband’s work-a-day world. It is 
truly a friendly association and a most happy one. 


“Hal’s success has been unbelievable — a factor he 
contributes solely to the Success-O-Graph* and other 
wonderful sales tools of Minnesota Mutual. They 
help us to measure Hal’s success in dollars every 
year, and those dollars continue to grow. The sense 
of satisfaction that this security gives us is grand, 
but to know we have helped others arrange their 
own secure future when the breadwinner is gone is 
greater. Truly we have found security, guccess and 
satisfaction with Minnesota Mutual.” 

* Registered U. S. Patent Office. 

Harold G. Murray and the Minnesota Mutual joined 
forces in November, 1947. In 1948, his first full year 
of business, he paid for $374,946 of business; in 1951, 
$542,237. Hal has over a million of personally writ- 
ten business in force and is a member of the Com- 
pany’s “M” Club for persistency. Like so many other 
Minnesota Mutualites he attributes his success to the 
Company’s exclusive sales tools. 





This letter, written by the wife of a Minnesota Mutual 
salesman, is published here as a deserved recognition 
of the enduring contribution she and her husband are 
making toward the continuing growth and progress 
of this Company. 


ORGANIZED 1880 


The Minnesota Mutual Life Insurance Company 
SAINT PAUL 1, MINNESOTA 





THE NATIONAL UNDERWRITER Life Insurance Edition. 
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Prudential Raises 
Group Hospital, 
Surgical Rates 


Joins Hancock, Aetna: 
Eye Experience on 
Other A. & H. Lines 


NEWARK—Prudential has increased 
its group hospital and surgical expense 
rates an average of 15 to 17% because 
of the upward trend of claim rates. 

Prudential is the third major group- 
writing company to raise its rates above 
the prevailing industry level in recent 
months. John Hancock raised its rates 
the first of the year and Aetna brought 
out new rates earlier this month. 

Group hospital and surgical experi- 
ence has been notoriously bad for group 
insurers generally and it has been a 
matter of mounting interest in the busi- 
ness that they have held off as long 
as they have in boosting premium rates. 
The expectation is that other group 
companies will soon be announcing new 
rates. : : j 

Cost of hospital care has increased 
substantially and there has been an in- 
creasing tendency on the part of persons 
covered to take the fullest advantage 
of both hospital and surgical coverage. 
Many operations and diagnostic proce- 
dures formerly handled in a doctor’s 
ofice are now done ina hospital — and 
paid for by insurance. There is much 
more repair and preventive surgery than 
formerly. People have largely lost their 
terror of hospitals and operations. Doc- 
tors can do almost routinely operations 
that would formerly have been held im- 
possible or resorted to only in des- 
perate cases. 


Study Other Experience 


Prudential is continuing studies of its 
experience on other forms of group 
A. & H. insurance and while the com- 
pany is not making any announcement 
now it has informed its field force that 
present indications are that rate in- 
creases will be required on group acci- 
dent and sickness policies. : 

Prudential’s new rates are already in 

effect as far as new quotations are con- 
cerned. Applications on the basis of 
proposals made at the old rates within 
the last three months will be accepted 
only if received at the home office 
(Newark or regional) by June 16, and 
provided that the insurance is effective 
no later than Aug. 1. The home office 
will give consideration to extending the 
effective date deadline provided the sole 
reason is delay in wage or salary stabili- 
zation board approval, application for 
which must have been made to the 
proper board before June 16. 
The more liberal the benefit, the less 
the percentage increase, because with a 
higher benefit there is less likelihood 
that the charges for operating room, 
drugs, oxygen, etc., will exhaust the 
benefit provided for these expenses. 


Comparison of Rates 


To illustrate how the new rates com- 
pare with the old: a reasonably repre- 
sentative case might cover 100 lives, not 
more than 11% of them female; 79 units 
with dependents, of which 5% have 
children but no wife, 30% wife only, 
and 65% have a wife and dependent 
children. The premium for coverage 
(CONTINUED ON PAGE 20) 





COMMITTEE METHOD INADEQUATE 





Need F'ull-Time Approach 
to Institutional Problems 


In an address before the Canadian Life 
Officers Assn. at Montebello, Que., 
Bruce E. Shepherd, manager of Life 
Insurance Assn. of America, said that 
life insurance is today faced with a 
number of institutional problems | for 
which the ordinary type of committee 
study does not seem appropriate. Most 
of the problems attacked in committee 
fashion have been of more simple va- 
riety and experience with questions of 
broader implications has neither been 
so extensive nor so successful, he said. 

Mr. Shepherd listed two fundamental 
reasons for the inappropriateness of the 
usual committee mechanism for attack- 
ing the kind of problems which the in- 
dustry as a whole may face. The com- 
mittee is composed of individuals who 
have both individual and company opin- 
ions to protect and have “axes to grind.” 
Objective group thinking is difficult un- 
der such conditions. In the second place, 
committee members with rare excep- 
tions do not have enough time to de- 
vote to their committee responsibilities. 
For these shortcomings, they are not to 
blame; committee members are merely 
the victims of circumstance. 

Mr. Shepherd commented, “If it 
should be decided at some time to give 
intensive thought to some of these im- 
portant institutional problems, I should 
like to see them turned over to a 
group of able men who might be free 
from the usual committee impediments. 
They should be told that they need not 
fear a decision which might conflict with 
their company’s interests. They should 
be encouraged to use imagination and 
to be completely objective in their 
thinking. In addition, they should be 
given plenty of time. Probably, they 
should be detached from all their other 
responsibilities. They might even be 
quartered together in a relaxing envi- 
ronment so that the clear thoughts that 
emerge in off-hours are neither dissi- 
pated in a vacuum nor lost in a rush for 
the subway. Obviously, any such group 
should be very carefully selected. It 
would be no place for the muscle-bound 
mind or the difficult personality. 


Latent Power in Good Group 


“There is latent power in a congenial 
and mutually respecting group of that 
kind far beyond the sum of individual 
capacities. We have observed good 
committees and bad committees in ac- 
tion. Sometimes a committee seems to 
outdo itself, that is usually traceable to 
the catalytic effect that members of the 
group have on each other. Some day I 
should like to see what happens when 
that kind of group devotes its attention 
to the important problem of institutional 
planning. My guess is that we would 
want to try it again. We might make 
a few mistakes or engage in what seems 
to be a futile effort. But the stakes are 
large and we might be repaid well for 
the effort.” 

Among the broad institutional areas 
that need the attention of the whole 
business, Mr. Shepherd outlined the 
pressure to expand the use of NSLI in 
the United States and the consideration 
by Congress of legislation designed to 
meet the consequences of hostile attack 
of catastrophic proportions. The busi- 
ness probably cannot deny all responsi- 
bility for finding some means of doing 
something for dependents of those who 
meet death as a result of modern war- 
fare. Government moves in this direc- 
tion are something more than straws in 
the wind. 

Another problem which the speaker 
indicated the business must approach as 


an institution is the fact that most pen- 
sion plans as now underwritten tend to 
impede the mobility of labor. This de- 
fect has been criticized by labor and 
labor has threatened to find its own so- 
lution to the problem if the companies 


o not. : 

Mr. Shepherd said that the technique 
of retirement may deserve special study 
and attention of life insurance as an in- 
stitution to make better economic use of 
those who reach retirement ages. 

Another area where he thought that 
the problem could be attacked by the 
industry as a whole is in preventing 
claims, developing rehabilitation pro- 
grams and further pushing the possibili- 
ties of preventive medicine through bet- 
ter education, traveling clinics and a 
better understanding of hospitalization 
needs. He indicated that misuse of in- 
surance, particularly in the case of sick- 
ness and hospitalization benefits, is com- 
ing more and more to the attention of 
the life companies, so that fees increase 
and malingering develops solely because 
of the existence of insurance. 

Mr. Shepherd said he would like to 
see the family unit be reaccorded some 
responsibilit-- for the care of old people 
and dependents. He indicated that the 
collective character of the nations suf- 
fered a severe blow when they allowed 
the pressure to be taken from the fam- 
ily for care of the aged. “Maybe the 
institution can do something about 
that,” he commented. 


LABOR RELATIONS 








He said that the life insurance busi- 
ness should see if it can’t do something 
to improve relations with its own work- 
ers and forestall the possibility of hav- 
ing to deal at a later date with unrea- 
sonable, irresponsible and power-hungry 
labor leaders. 

In connection with directly placed 
loans, he indicated that more thought 
could be given to the probable effect on 
the business and the economy of contin- 
uation of this rapidly developing trend. 
“T suspect that such study would dem- 
onstrate that there is much more to the 
problent than appeared on the surface,” 
he said. 

In a summary statement, after enu- 
merating these institutional problems, 
Mr. Shepherd had this to say: “These 
are some of the comparatively unex- 
plored areas that lie within our reach. 
You will note that some of them have 
a distinctly political flavor. The life 
insurance business has been traditionally 
cautious about becoming involved in 
political issues. Perhaps we have been 
too cautious. The soundness of that 
position is itself a question which could 
well be examined in the light of existing 
circumstances. Maybe the time has 
come for us to play a larger part in the 
effort to put a stop to the adventures in 
dictatorship that have become all too 
frequent of late.” 


Ask, and Ye Shall Receive 


WASHINGTON—Veterans who do 
not request cash payment for their 1952 
NSLI dividend will have the dividend de- 
posited to their credit with VA. 


Canadian Medical Men Elect 


Dr. H. D. Delamere, Crown Life of 
Toronto, has been elected president of 
Canadian Life Insurance Medical Offi- 
cers Assn. He succeeds Dr. J. M. Liv- 
ingstone, Mutual Life of Canada. 





Los Angeles Assn. 
Trains Fire on 
Bank Loan Plans 


Law Suit Underscores 
National Interest in 
California Resolution 


The Life Underwriters Assn. of Los 
Angeles has passed a resolution oppos- 
ing the sale of life insurance under the 
so-called “bank loan plan” which has 
been vigorously pushed in the west 
coast area. Copies have been forwarded 
to N. A. L. U. and elsewhere to focus 
national attention on the problem. 

This resolution is the culmination of 


opposition to the sale of insurance fi- 
nanced by loans not only in California, 


but in Utah and in Honolulu, where the 


agents association purchased a half page 
in the daily papers explaining the oppo- 
sition of N. A. L. U. to bank loan plans. 

The Los Angeles resolution describes 
the bank loan plan as generally includ- 
ing the purchase of life insurance fi- 
nanced by loans against existing insur- 
ance and loans against the new insur- 
ance from banks and other financial 
sources. It says that such loans are 
based on an assumption of bank in- 
terest rates projected many years into 
the future when such interest rates 
may actually not be available at the 
rate indicated. It terms unsound the 
hypothetical advantage based on con- 
tinued tax deductibility of interest on 
the loan. It declares that such a scheme 
is based on an assumed continued high 
level of income of the purchaser and 
an assumed continuance of current ‘life 
company dividend scales which are not 
guaranteed by the companies. 

According to the resolution, this meth- 
od of presenting life insurance has in- 
curred great criticism and has resulted 
in some cases in litigation and financial 
loss to policy owners. It is maintained 
that the presentation necessarily makes 
assumptions which are highly debatable. 
The Los Angeles association feels that 
the continued use of the procedure of- 
fers the direct possibility of unfavorable 
tax legislation which may not be in 
the best interests of life insurance com- 
panies, agents and the public. The An- 
gelenos have found that in many cases 
the purchaser has not had the benefit 
of independent tax and legal counsel 
before consummation of the transaction. 

The resolution opposes the association 
to continuation of the sale of or a 
technique arousing interest in life in- 
surance “which is initially and semi- 
permanently or permanently financed by 
loans, unless and until it has been re-- 
ommended by competent and qualified 
counsel.” It further resolves that the 
business practice committee of the asso- 
ciation scrutinize all bank loan proposals 
which come to its attention. 


COURT CASES 


_ There are three cases set for hear- 
ing in the superior court at Los An- 
geles on Feb. 2, 1953, involving insur- 
ance sold on the bank loan plan against 
two local agents who have been among 
the principal proponents of the plan, 
John H. Drummond and Lloyd F. 
Steadman. 

O. F. Collinge and his wife, Geraldine, 

(CONTINUED ON PAGE 20) 
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New York Assn. 
Eyes Agent Bids 
by Mutual Funds 


See Need to Show 
How They Differ 
From Life Insurance 


SYRACUSE—A disquieting increase 
in activity of mutual funds, particularly 
in the direction of aggressive efforts by 
some funds to get life agents to act as 
part-time salesmen for their shares, was 
reported at the annual meeting of the 
New York State Assn. of Life Under- 


writers. 

The report was made by Edward R. 
Gettings, general agent of Northwestern 
Mutual at Albany. : . 

It is admittedly a difficult situation to 
cope with, as mutual fund shares look 
good in a rising market. Yet there is 
no guarantee of either earnings or re- 
turn of principal nor is the annuity 
principle available to owner or bene- 
ficiary. . 

Nevertheless, instances were cited 
where insurance policyholders have been 
advised to cash in their policies in order 





OFFICERS ELECTED 


President—Philip Chase, Northwest- 
ern Mutual, Syracuse. 

Vice-president — Frank B. Alberts, 
Aetna Life, Rochester. 


Cincinnati Honors Its Wheel Horse 


Nucleus member of the oldest agents’ 


association in the United States, C. Vi- 
vian Anderson, Provident Mutual, is 
shown at the height of Cincinnati 80th 
anniversary festivities of which he was 
chairman. 

From the left are Judd C. Benson, 


Union Central, vice-chairman of the 
80th anniversary committee; Lt. Gen. 
Albert C. Wedemeyer, retired, the 


speaker, Mr. Anderson, and August L. 
Bondi, Metropolitan, president of the 
Cincinnati association. 

Mr. Anderson, who is one of four 
Cincinnatians who have been presidents 





of N. A. L. U., for the first time in 
31 years will now not be active in an 
official way in the association’s affairs. 
In presenting a plaque to him from the 
association for “distinguished and meri- 
torious service to life insurance in Ohio 
and in the entire nation,’ Mr. Benson, 
a former president of N. A. L. U.,, 
said that Mr. Anderson’s services are 
particularly noteworthy because of their 
length and continuity and because he is 
largely responsible for the state agency 
licensing law and agents’ examination. 
Mr. Anderson has not missed a state 
meeting for 31 years. 








Roberts, Thomas Head 
Pennsylvania Federation 


E. A. Roberts, president Fidelity Mu- 
tual Life, was elected president of the 
Insurance Federation of Pennsylvania at 
the annual meeting. First vice-president 
is Frank E. Thomas, president Fire As- 


sociation. Vice-presidents include Frank 
D. Buser, Samuel J. Carr, William B. 
Corey, Stanley Cowman, A. M. Waldron 
and Theodore A. Engstrom, Philadel- 
phia; H. H. Gilkyson, Jr., Coatesville; 
William M. Guthrie, Edward A. Logue, 
Pittsburgh. Samuel J. Carr, Philadel- 
phia, is treasurer. 


Society of Actuarie; 
Completes Program 
for June 5-6 Meet 


The program has been drawn up i, 
the meeting of Society of Actuarig 
June 5-6 at the Edgewater Beach hot) 
in Chicago. All of the sessions, excep 
for the business meeting on Friday morp. 
ing, will be informal discussions pr. 
sided over by Vice-presidents Richa 
C. Guest and William M. Anderso; 
on a rotating basis. 

Following is the complete program: 


10:30 a.m. Thursday, June 5 
INFORMAL DISCUSSION 


I. Annuitant Mortality Trends 

A. Is there a tendency for insurane 
companies to become more typi. 

cally annuity companies in View o¢ 

the large amount of income-pay, 
ing business now on the books the 
large proportion of claims Whict 
are going under _ settlement op. 
tions, and the probable future «. 
velopment of pensions in th 
United States? 
1. What problems would confroy, 
actuaries in the determinatig, 
of premiums and reserves ag, 
consequence of this trend? 
. What is the probable course of ap. 
nuitant mortality? 

1. Will advances in science ¢op. 

tinue to increase longevity 
among the increasing number 
of persons surviving to the 
older ages? 
What effect will the _ surviva) 
of weaker lives to the older 
ages have on the average vita]. 
ity of the aged? 

3. Is there any recent evidence jp 
Canadian or United States pop. 
ulation or other studies which 
throws light on the questions 
asked in (1) and (2)? 

C. What characteristics of the vari. 
ous group pension methods tend 
to solve the problem of improved 
mortality among annuitants? 

II. Life Insurance Company Pension 
Plans 

A. As a consequence of inflationary 

and other influences, what changes 


to 





Secretary-treasurer—Benjamin Salin- 
ger, Mutual Benefit Life, New York 
City. 
a Hirst, New York 
City. 

Rodienl vice-presidents — Richard 
E. Blanchard, Metropolitan Life, Ma- 
lone; J. Howard Davies, Phoenix 
Mutual, Rochester; John H. Evans, 
Home Life of New York, New York 
City; Harold R. Fleck, Equitable of 
Iowa, Albany; Henry M. Lipes, Phoe- 
nix Mutual, Syracuse; <A. Stewart 
Payne, Security Mutual of New York, 
Binghamton; and Lewis C. Slesnick, 
Prudential, Buffalo. 


have been made recently in life 
(CONTINUED ON PAGE 8) 








Late News 


Life sales were 14 percent ahead in 
April. Ordinary rose 15%, group 21%, 
and industrial 7%. 


For the first time in six years, District 
of Columbia Assn. of Life Underwriters 
elected an agent, Joseph S. Baldwin, 
Northwestern Mutual, president. Louis 
J. Grayson, Travelers, is 1st vice-presi- 
dent, C. Carney Smith, general agent 








to invest in mutual fund shares. For ex- 
ample, an upstate doctor with life insur- 
ance 25 years in force was urged to sur- 
render it so as to buy fund shares. 


Approach M.D.R.T. Members 


It has been reported that many Mil- 
lion Dollar Round Table members, par- 
ticularly in New York City, have been 
approached by mutual funds to carry a 
line of fund shares in their sales kits 
along with their life insurance policies. 

The general feeling among those at 
the state association meeting was that 
the best answer lies in education, both of 
the agents and the public, in the great 
difference in concept between the guar- 
anteed principal and income of life in- 
surance on the one hand and the com- 
pletely unassured basis of mutual fund 
shares. One measure of this, it was 
brought out, is the very different atti- 
tude of banks in making loans. Life in- 
surance cash values are regarded as top 
collateral, while some banks lend on 
mutual fund shares reluctantly if at all. 

Spencer L. McCarty, Provident Mu- 
tual, Albany, executive secretary of the 
state association, reported on activities 
in connection with seeking revision of 
section 213, the expense limitation stat- 
ute. He said one of the main projects of 
the association for the next few months 

will be contacting legislators in their 
home localities, through association 
members who know them, with a view 
to explaining the association’s position 
(CONTINUED ON PAGE 9) 


G rt oO WwW 1 n g [ p Mutual Benefit Life, 2nd vice-president. 

Great-West Life has appointed Rex H. 
Anderson supervisor at St. Louis. He 
has been supervisor of sales promotion 
at the home office since 1950 after leav- 
ing . similar job with Washington Na- 
tional. 


During March and April of this year Commonwealth’s 


gain of insurance in force amounted to $14,290,162. 


During the entire year of 1942 the gain of insurance 


in force was $14,878,404. Bankers Life & Casualty has named 


Francis E. Sammons, Jr., advertising 
director. He has been circulation di 
rector for the Street & Smith advertising 
agency, New York City. 


Thus the gain for these two months is within 3.97% 
of the gain for the entire twelve-month period ten years 


Clarence J. Myers, executive vice- 
president of New York Life, since 1948 
has been elected a director. 


Robert D. Aufhnammer of Penn Mu- 
tual’s Schnell agency at Los Angeles, 
has been appointed agency supervisor in 
charge of recruiting. 


ago. 


Such spectacular growth is a result of the highly co- 
ordinated teamwork that exists between Commonwealth 
Careermen and their Home Office. 


Metropolitan’s request for a rent in- 
crease in its Stuyvesant Town apartment 
development in New York City has been 
rejected by the city board of estimate 
and the city council, even though the 
company was entitled by its contract 
with the city to an increase. : 

The New York Times editorialed 
Thursday—“The city, by attempting to 
freeze rents in perpetuity for Stuyvesant 
ihe Dasruavag kccun tenants, does a favor for 8,755 families 

pes eet and injures many thousands more that 
* might benefit by new housing if the city 
behaved fairly toward Metropolitan.” 














INSURANCE IN FORCE, May 1, 1952 — $561,421,254 


COMMONWEALTH 
Life Iusurance Company 


HOME OFFICE © COUISVILLE, KY. 
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First F.I.C. Makes 
Million Dollar 
Round Table 


Celebrate Fraternal 

Field Accomplishments 

at Chicago Congresses 
By E. A. CORDESMAN 


The stature of the F.I.C. designation 
was further enhanced at a_ three-day 
meeting of fraternal groups at Chicago 
where Carl J. Rennekamp was intro- 
duced as the first fraternal insurance 
counselor to qualify for the Million Dol- 
lar Round Table. The Aid Assn. for 
Lutherans representative from Seymour, 
Ind., attributed his production success to 
his F.I.C. training at a meeting of the 
counselors that climaxed meetings of 
youth counselors and managers at the 
Edgewater Beach Hotel. 

Mr. Rennekamp’s recognition before 
the counselors and the “$225 billion 
challenge advanced to them and all life 
producers by Eber M. Spence, vice- 
president American United Life, added 
to the militant sales perspective preva- 
lent through the earlier meeting of the 
fraternal managers. Mr. Spence’s figure 
was the national income for last year 
which, he said, averaged $4,000 per 
capita. At this rate, he pointed out, 
the per capita income for the year 2000 
will rise to $10,000 on a national income 
of $825 billion, He called for coopera- 
tion between fraternal societies and 
commercial companies to service this 
tremendous market. It was also pointed 
out that it would take $500,000 in cov- 
erage to do the work of $250,000 10 
years ago. As a result Mr. Spence indi- 
cated the agent must do twice as much 
business as he did in 1942. 


He concluded that fraternal and com-. 


mercial producers could match the rise 
in the availability of the premium dollar 
by selling from the prospect’s point. of 
view; keeping their presentations sim- 
ple; maintaining a longer lead in their 
list of active prospects, and remember- 
ing the prospect’s “no” is always a part 
of his ‘‘yes.” 


Rennekamp Credits F.I.C., Control 


Mr. Rennekamp attributed his success 
to the two-volume F.I.C. course, and 
control of both his personal and working 
habits. Continuing like a drillmaster, he 
said that command of himself leads to 
control of the sales interview. He also 
believes in setting sales quotas for 
five years, three years, and a goal for 
the current year. Using these gauges, he 
is able to tell “where I have been and 
where I am going.” 

A chart depicting contracts from 
$50,000 to $1,000 also provides competi- 
tion with himself. He indicates in each 
square the number and type of con- 
tracts he plans to write through the 
year. The squares are shaded in colored 
pencil as the policies are issued. 

Max B. Hurt, executive vice-president 
Woodmen of the World, praised the 
counselors ‘“‘as pioneers in a great new 
fraternal field.” He said they can be 
proud of themselves for assuming a dif- 
ficult assignment that calls for a steady 
balance between fraternalism and _ sales- 
manship. - 

Discussing “Prospecting Made Easy, 
Vivian Watkins, junior director Modern 
Woodmen, declared that fraternal pro- 
ducers could be assured of a backlog of 
youthful prospects by developing youth 
programs in their own communities. 
Mrs. Watkins suggested such junior ac- 
tivities as fishing derbies, baseball and 
football teams, and a balloon derby. She 

(CONTINUED ON PAGE 9) 


National Advertising Schedules for June 





June national advertising of life com- 
panies is scheduled for the following 
media, according to THE NATIONAL 
UNDERWRITER’S compilation: 

Business Men’s Assurance—Newsweek, 
June 16. 

Connecticut General—Newsweek, June 
16; Wall Street Journal, week of June 
2, 16, 30. 

John Hancock—Life, June 2, 30; News- 
week, June 9; Saturday Evening Post, 


June 21; U. S. News & World Report, 
June 6. 

Lincoln National — Saturday Evening 
Post, June 7. 

Massachusetts Mutual—Saturday Eve- 
ning Post, June 7. 

Metropolitan Life — American, June; 
Cosmopolitan, June; Forbes, June 1; 


Good Housekeeping, June; Ladies’ Home 
Journal, June; McCall’s, June; National 
Geographic, June; Woman’s Home Com- 
panion, June. 

Mutual Benefit Life—Fortune, 
Saturday Evening Post, June 14. 

Mutual Life—Better Homes & Gardens, 
June; Collier's, June 28; Newsweek, June 


June; 


16; Parents, June; Saturday Evening 
Post, June 14; Time, June 9. 

National Life of Vermont—Business 
Week, June 7. 

New England Mutual—Fortune, June; 
Newsweek, June 16; Parents, June; Sat- 
urday Evening Post, June 7; Today’s 
Woman, June. 

New York Life—Business Week, June 
21; Collier’s, June 14; Country Gentle- 
man, June; Dun’s Review, June; Fortune, 
June; Ladies’ Home Journal, June; Life, 
June 2, 30; Nation’s Business, June; 
Newsweek, June 16; Saturday Evening 
Post, June 14; Successful Farming, June; 
Time, June 23; U. S. News & World Re- 
port, June 27. 

Northwestern Mutual—Newsweek, June 
2; Time, June 16; U. S. News & World 
Report, June 6. 

Penn Mutual Life—Saturday Evening 
Post, June 28. 

_ Phoenix Mutual Life—American Home, 
une. 

Prudential —Independent Newspaper 
Supplements, June 8; Newsweek, June 
16; Parade, June 8; Saturday Evening 
Post, June 14; This Week, June 8. 

_ Security Mutual of Binghamton—Liv- 
ing for Young Homemakers, June. 








N.A.L.U. Building 
Fund Well Backed 


The Life Underwriters Memorial Build- 
ing Fund, to establish and equip a per- 
manent headquarters for National Assn. 
of Life Underwriters, received official 
launching at more than 300 meetings of 
local associations during the first two 
weeks of May, Charles E. Cleeton, gen- 
eral agent Occidental Life of California, 
Los Angeles, and president N.A.L.U., 
stated at New York City. Mr. Cleeton 
said that in his travels he found real 
enthusiasm for the fund drive and, al- 
though about half the local associations 
have staged a _ full-fledged campaign 
meeting, thus far, nearly all have set up 
their machinery at meetings the past 
two weeks. 

He pointed out encouraging reports 
from those associations. In Wichita, for 
instance, 97 members contributed an 


average $22, while 15 donated $100 to 
become charter builders. Chicago, Bos- 
ton, Buffalo, Indianapolis and Kansas 
City are among the larger association 
cities to hold organizational meetings. 
Several smaller associations have al- 
ready wound up their campaigns, he 
said, adding that it was evident from 


their results that the majority of mem- 
bers are wholeheartedly behind the 
drive. 


In some places, he declared, it was 
not possible to launch the program in 
May, due to state conventions and sales 
congresses already scheduled. In these 
instances, associations have appointed 
fund committees to conduct the cam- 
paign by personal solicitation. 

Several inquiries have been reported 
from local associations asking what rec- 
ognition would be given to 100% con- 
tributing groups. In those cases, Mr. 
Cleeton pointed out, a special certifi- 
cate suitable for framing will be pre- 
pared. 








overlap. 
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Overlap 


It is often difficult to specify the expenses of a busi- | 
ness trip as belonging exclusively to one sale because of 
the probability that the traveler is making two or three 
sales on the one trip, thus getting the advantage of the 


There are two phases of life insurance selling which 
without having close resemblance fit into the pattern of 
the overlap. These are the nest and the endless chain. 
In the nest are a group of prospects who may be devel- 
oped into applicants. In the endless chain, writing one 
case leads to another link attached to the first, and the 
third to a second, and so on. 


When an underwriter tries to overlap his cases it is | 
not so much to save expense as it is to make two or 
three cases grow where one was started. Having taken 
time and effort to visit one prospect, the alert under- 
writer will hope to find several prospects. 
nest and the endless chain show variations of over- 


Still another phase of the principle and one not al- 
ways thought of is to study an application and find the 
hidden prospects whom the applicant does not think to 
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Dawn Smith Takes 
Over as New Chief 
of Illinois Assn. 


3-Ring Rockford 
Rally Attracts 300, 
Chapman Elected V.-P. 


By CHARLES C. CLARKE 


‘ROCKFORD, ILL. ~— Under a com- 
paratively trouble - free atmosphere, 
marked by a commonness of purpose, 
Illinois Assn. of Life Underwriters held 
its annual meeting here, electing Dawn 
A. Smith, Equitable Life of Iowa, Rock- 
ford, president succeeding Kenneth L. 
Keil, Penn Mutual, Springfield. The 
meeting was held in conjunction with 
a gathering of the Illinois Round Table 
and the annual Northern Illinois Sales 


Congress sponsored by the Rockford 
association. Attendance was about 300. 
Edson H. Chapman, Metropolitan, 


Chicago, moved up to 1st vice-president. 
W. Robert Moore, Connecticut Mutual, 
Decatur, is 2nd vice-president; A. F. 
Moore, Northwestern Mutual, Ottawa, 


secretary - treasurer, and Earl M. 
Schwemm, Great-West Life, Chicago, 


national committeeman. Margaret H. 
Becker continues as executive secretary. 

New directors are Millard Bingham, 
Mutual Benefit Life, Springfield; A. D. 
Crow, Lincoln National Life, Chicago, 
and Roy D. Simon, Penn Mutual, Chi- 
cago. 


Asks Probe of Investment Sellers 


A resolution was passed directing the 
state association to conduct a survey of 
local units to determine if they “are 
experiencing unfair competition and un- 
ethical practices from salesmen of In- 
vestors Diversified Services.” Where 
such problems exist, corrective meas- 
ures are to be recommended and sub- 
mitted at the mid-year meeting. 

Proposed by the Rockford associa- 
tion, the resolution stated that that 
group has experienced “considerable un- 
rest among policyholders due to what 
we feel is misrepresentation and false 
statements regarding Investors Diversi- 
fied Services as against life insurance.” 
Representatives of several other asso- 
ciations reported they experienced simi- 
lar difficulties. It was charged that 
even though I.D.S. representatives do 
not possess agent licenses, they are able 
to arrange for life insurance to supple- 
ment their investment programs. Some 
of these representatives, however, do 
have licenses, it was said. 


Keil Deft Ringmaster 


Mr. Keil, who presided at the vari- 
ous sessions in a highly accomplished 
manner, keeping them appropriately 
serious or light, in his report of admin- 
istration noted that the association had 
a successful year from all standpoints 
and was ready to approach 1953, a leg- 
islative year, in strong condition. In 
other reports, it was brought out that 
membership is now approaching 4,000, 
that the 1952 leadership training confer- 
ence for local association officers will 
be held Aug. 2 at Allerton Park and 
that a full legislative program, along 
the lines of the mid-year report of the 
N.A.L.U. state law and legislation com- 
mittee, has been planned. Robert R. 
Reno, Jr., Equitable Society, Chicago, 
chairman of the Illinois law and legisla- 
tion committee, as well as the national 
state law committee, stressed that the 
so-called “Green River ordinances” 
which abolish door-to-door solicitation 
had been a problem in Illinois and may 

(CONTINUED ON PAGE 20) 
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Provident Mutual 
Will Pay Full 
55% Commissions 


President M. Albert Linton  an- 
nounced to the general agents associa- 
tion of his company that Provident 
Mutual will pay full 55% graded first 
year commissions on all policies of 
$5,000 or more. This important an- 
nouncement came upon the heels of 
elaboration by Thomas A. Bradshaw, 
vice-president and general counsel, of 
the previously announced intention of 
the company to enter the A. & H. field 
with non-cancelable participating poli- 
cies, another year hence. There are sev- 
eral other important incentive announce- 
ments by company officials which made 
the meeting at St. Simons Island, Ga., 
especially memorable. 

Everett D. Armantrout, associate ac- 
tuary, reported that Provident Mutual 
will soon accept monthly premiums and 
salary savings business subject to cer- 
tain minimum limitations. It was made 
clear that the increase in commissions 


for the agents is still subject to approval 
irom Washington, although it will be 
retroactive to May 1. Edward W. Mar- 
shall, vice-president, announced that ef- 
fective immediately the company will 
accept up to $100,000 of prepaid pre- 
miums on a single life at 2% discount 
rate. No discount will be allowed on a 
premium due in less than six months 
unless more than one premium is pre- 
paid. 

Miss Alice E. Roché, 
education, told of several additional 
C.L.U. and L.U.T.C. incentives. In 
addition to sharing the cost of each 
C.L.U. examination and presenting each 
successful candidate with the C.L.U. 
key, the company will pay a $15 regis- 
tration fee and a diploma fee of $7. 50. 
Now the total value of the company’s 
contribution for a_ successful = OF 
candidate will be $106.50. She also an- 
nounced increased company participation 
in L.U.T.C. course fees. 


Pay for M.D.R.T. Trip 


James H. Cowles, agency vice-presi- 
dent, stated that the company will now 
pay Pullman fare, plus travel allowance, 
plus an allowance for hotel expenses, to 
Million Dollar Round Table meetings 
for all agents who pay for at least $1 
million of Provident Mutual insurance. 

Also at the opening session, Mr. Lin- 


director of sales 





Vs 
AP One of the fastest growing 







*One of the reasons why— 


Now your “over-age” clients can 
get Term Insurance—important 

when a partner or stockholder in a 
Business Insurance case is over 55. 


Ask for Postal Life’s Memo #62 on the new 


life insurance companies 
in America! 


Special Term. When issued at ages 51-60, the Term 


period is 15 years! 


*For the reasons that will interest YOU most, write- 


Rov A. Foan 


Vice President and Director of Agencies 


POSTAL LIFE INSURANCE COMPANY 
511 FIFTH AVENUE, NEW YORK 








ton discussed the proposed revisions of 
section 213 of the New York law from 
the vantage point of membership on the 
joint committee of the company organ- 
izations. 

There was a panel on financing new 
agents at the second day session. This 
was followed by a panel on the use of 
supervisors. The third session was de- 
voted to putting the new business in- 
surance course to work. Then there was 
a panel on agency development. 

Charles S. Peck, Allentown, Pa., was 
elected president of the general agents 
advisory council with J. Henry Hooper, 
vice-president; Henry B. Barnhurst, 
Syracuse, secretary-treasurer, 


House Votes Down 
Rush SS Bill 


An administration bill raising social 
security benefits for retired persons and 
containing provisions that would have 
opened the door for federal temporary 
cash sickness compensation was defeated 
in the House of Representatives last 
week. This was a piece of rush legisla- 
tion that was introduced on May 12 by 
Rep. Doughton of North Carolina and 
was called for a vote on May 19 under 
a floor rule that limited debate to 40 
minutes, prohibited amendments, and 
provided only for a vote on passage of 





the bill, but required a two-thirds ma- 
jority. 

The vote was 149-140 with 193 votes 
required. 


The measure would have raised bene- 
fits for practically all retired persons 
now on the rolls by $5 or 1214%, which- 
ever was larger; increased the benefit 
formula from 50% to 55% of the first 
$100 of average monthly wage; raised 
the minimum benefit to $25 and the 
maximum to $168.75 per month. Finally, 
benefit rights would be frozen under 
the program for periods during which 
the individual was totally disabled. This 
latter feature was characterized as being 
similar to the waiver of premium pro- 
vision in life insurance policies. Some 
aged beneficiaries now drawing benefits, 
as well as those coming in in the future 
would have had benefits increased even 
if total disability had prevented them 
from working for a substantial period 
before reaching age 65. 

Oscar Ewing, social security admin- 
istrator, was to have been authorized 
to appoint doctors to examine disability 
claimants, and would have had authority 
to terminate disability benefits “because 
of the individual’s failure to comply with 
regulations governing examinations or 
re-examinations, or because of the in- 
dividual’s refusal without good cause to 
accept rehabilitation services available 
to him under a state pian approved 
under the vocational rehabilitation act 
after having been requested to do so by 
the administrator.” 

Republicans charged that this was so- 
cialized medicine, and protests were sent 
to Congress by a number of medical 
societies. 


WHITTAKER’S VIEW 


Unsound Group 
Writing Extends 
to Life Also 


Unsound developments in group jn. 
surance proceeding from competition 
are not confined to group A. & H. but 
extend also to group life, Edmund Whit. 
taker, vice-president of Prudential, jp- 
dicated in a speech before the Middle 
Atlantic Actuarial Club at Baltimore. 
Mr. Whittaker cited the agitation for 
excessive maximum limits on individuals 
under group life as indicative of the de- 
parture from good underwriting through- 
out the group field. In his opinion, these 
limits are already higher than can be 
justified by sound group principles. 

Mr. Whittaker examined the results 
of the 1951 operations of the larger com- 
panies in the group A. & H. field and 
showed that substantial losses have been 
sustained. He attributed these results 
in part to intense competition which 
has brought premium rates down to a 
level not justified by the experience and 
to increasing tendency on the part of 
persons insured to take fullest advan- 
tage of the coverage. He indicated that 
for group hospitalization and surgical 
expense insurance substantial rate in- 
creases will be required to avoid further 
losses. He felt that the severe competi- 
tion now existing might prevent some 
companies from returning to an actuari- 
ally sound rate structure and he warned 
of the dangers inherent in this situation. 

In the field of major medical expense 
insurance, Mr. Whittaker outlined the 
prerequisites for the successful issuance 
of a plan, emphasizing the roles of 
proper deductible and coinsurance fea- 
tures. 

William Connell, actuary of North 
American Reassurance, spoke on the ac- 
tivities of his company. Milton Menge, 
actuary of Peoples Life of Washington, 
D. C., discussed industrial policy inven- 
tories. The meeting concluded with a 
cocktail hour in the recreation center of 
Sun Life of Baltimore and with a dinner. 








Analysts Name Brizdle, Knox 


Buffalo Estate Analysts have elected 
Melburn L. Brizdle, Northwestern Mu- 
tual Life, president; C. Richard Shoe- 
maker, assistant secretary Manufactur- 
ers & Traders Trust Co., vice-president, 
and Clayton T. Knox, Mutual Life, sec- 
retary-treasurer. 





University Committee Meets 


L. I. A. M. A. committee on relations 
with universities met with deans of eight 
business administration schools at Hart- 
ford recently. Representatives of Amer- 
ican College of Life Underwriters and 
Institute of Life Insurance were also 
on hand. 





Proposed Tour for 


Reservations close June 15. 
For brochure write NOW to: 


STOCKHOLM am. LONDON 


NEW YORK *& ROME. GENEVA 


See EUROPE 


AFTER THE N.A.L.U. 


YOUR BIG CHANCE to see and know the Europe that fits 
your business interests. In 35 days (leaving Sept. 14) you'll 
visit 8 countries, meet with European insurance leaders, see 
the historical and cultural landmarks. 


ROBERT KAZMAYER 
si COPENHAGEN -&% BRUSSELS 3%, 


CONVENTION 
LIFE UNDERWRITERS 


Travel by air, stop at first-class 
hotels. Tentative cost, $1334.50 


P.O. BOX 2426 
ROCHESTER, N.Y. 


WVCuaLSWVY 2 srivd 

















23, 1959 


du Dp in- 
petition 


ltimore, 
ion for 
ividuals 
the de- 
1rough- 
n, these 
can be 
2S. 
results 
2r com- 
Id and 
ve been 
results 
which 
n toa 
ice and 
part of 
advan- 
ed that 
surgical 
ate in- 
further 
om peti- 
t some 
actuari- 
warned 
tuation. 
“xpense 
ed the 
ssuance 
les of 
ce fea- 


North 
the ac- 
Menge, 
ington, 

inven- 
with a 
nter of 
dinner. 


Knox 


elected 
rn Mu- 

Shoe- 
ifactur- 
esident, 
fe, sec- 


Vieets 


elations 
of eight 
t Hart- 
Amer- 
‘rs and 
re also 


| WVauaIsWv ZS smiva © | 





LIFE INSURANCE EDITION 























Doses 
<SO 
DOSS OSS IER 
SS SSS SSS ASS 
SSS SSSI SIS 
SSS SSO SS 
<S S55 WD 
SES 
ote 
OO 























Appointment at 2 p.m. 


“THERE'S a neighborhood game every Saturday afternoon at 2 o’clock. 
Bobby’s father ‘‘calls” it every week. Not once has he heard the old familiar 
cry of ‘Kill the ump!”’. The kids think he’s great. 
Bobby’s dad is a life underwriter for the Great-West Life. Umpiring ball 
games and helping with other community activities are an important part 
of his life. Like most life underwriters, he is dedicated to the task of making 


people happy, healthy, and financially secure. Their future is his business today. 


@Graeanr|'Vasr Lire 


ASSURANCE COMPANY 


HEAD OFFICE - WINNIPEG, CANADA 
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We are pleased that membership in our 
President’s Club has more than doubled in 
eight short years . . . positive proof that each 
year more and more agents are exceptionally 
successful as Kansas City Life underwriters. 


To the men and women who will attend our 
eighth annual President’s Club meeting at the 
Hotel’ del Coronado, California, in May... 
our heartiest congratulations! 
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THE GREATEST FORWARD STEP IN COMPENSATING AGENTS 


The Automatic Increasing Remunerator Contract, 
purely incentive, gives the Agent 


IMMEDIATELY 
e@ Basic Raise, commission rate at 20% more 
than customary commission contracts. 


PLUS 
@ Automatic additional inczeases of 8% — 16% — 24% in First Year Com- 
mission rate — payable automatically first of each month. 
TOGETHER WITH 


e Persistency Bonus, payable every three months 

e Lifetime Renewals, a permanently increasing income 
e@ Free Vacation, all expenses paid, each year 

e Incentive Contests, liberal awards for all producers 
e@ Production Clubs, paying substantial cash bonuses 


Agents can easily DOUBLE their income for good production. 


With the A.I.R. Commission Contract—Outstanding Policies, we challenge com- 
parison. This unusual contract available in Michigan — Illinois — and Missouri 
— Write today for full details — Charles H. Davis, Supt. of Agencies. 
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An Old Line Mutual Legal Reserve Life Insurance Company 
Bringing More Commissions to Life Producers 
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Life Leaders 
Oppose Direct 
Placement Register 


Compulsory registration of direct 
placements of securities with SEC is un- 
necessary for the protection of life insur- 

| ance policyholders and would be of no 
benefit to them, Frazar B. Wilde, presi- 
dent of Connecticut General Life, told 
the subcommittee of the House commit- 
tee on interstate and foreign commerce. 

Speaking in behalf of American Life 

Convention, of which he is president, 
Lond Life Insurance Assn., Mr. Wilde 
declared that such registration “would 
represent an unnecessary extension of 
federal regulation into a field where 
private enterprise is now doing an out- 
standing job under state supervision.” 

Mr. Wilde stated: “Like any new 
idea, it has critics along with its friends, 
and there are critics of direct place- 
ments within the life insurance business. 
However, within our business there is 
no inclination on the part of anyone, so 
far as I am aware, to criticize direct 
placements from the standpoint of the 
protection and safety of policyholders. 
While there are life insurance officials 
who believe that the distribution of di- 
rect placements does not result in as 
broad a participation on the part of life 
insurance as might be desirable, yet 
there is no belief in our business that 
registration with the SEC would cure 

| distribution criticism.” 


Other Life Speakers 


Other life executives 
Mr. Wilde’s testimony 
Stone, vice-president Prudential; Rich- 
ard K. Paynter, Jr., financial vice- 
president New York Life: Donald C. 
Slichter, vice-president Northwestern 
Mutual; Stuart F. Silloway, vice-presi- 
dent Mutual Life; George T. Conklin, 
Jr., second vice- -president Guardian Life; 
Asa V. Call, president Pacific Mutual. 
| Lincoln J. Patton in behalf of Halsey, 
| Stuart & Co. concluded in his testimony 
that if the principal reason for the sale 
of unregistered issues is avoidance of 
the effort and expense of registering the 
securities and the evasion of directors’ 
and officers’ liabilities, it is obviously 
not in the public interest to allow the 
present situation to continue unchanged. 
He indicated that there should be the 
same securities act protection of the 
funds of the life insurance policyholder 
when invested through private place- 
ments as when invested in publicly of- 
fered securities. 

“If the pressure of funds in the hands 
of the larger insurance companies is so 
great that these companies must con- 
tinue to absorb such a large part of the 
new debt securities sold each year, let 
those companies compete on an equal 
basis with the smaller insurance com- 
panies and the many other buyers, The 
present discrimination should be ended,” 
he declared. 


QUESTIONING 


After reading his prepared statement 
Opposing registration of direct place- 
ments, Mr. Wilde was questioned by 
committee members. A feature of the 
hearing was the activity of Rep. Mc- 
Guire, Connecticut agent and a commit- 
tee member, who frequently joined in 
the questioning. 

Mr. Wilde said there would be very 
little change in diversification if direct 
placements were registered. Such reg- 
istration would not influence the supply 
situation, as there is only so much 
money to be invested. 

The life companies get more informa- 
tion in connection with private place- 
ments than is obtained through regis- 
tration. Growth in direct placements in 
recent years, the witness said, is largely 
due to the fact that it is the easiest way, 
a very satisfactory way of doing busi- 
ness. It has simplicity. There are many 
operating advantages, from the stand- 
point of the borrower, and from the 


substantiating 
included Caleb 











lender’s standpoint it is convenient. The 
companies are satisfied they are Setting 
good loans. 

Mr. Wilde did not think wider djs. 
tribution could be accomplished by Teg. 
istration. It would be reductio ad ab. 
surdum to suggest that eventually aj 
securities could be sold through direc 
placement. Private placements do not 
endanger the spirit or intent of the act 

The point having been made by Mr. 
Patton that securities bought by insur. 
ance companies through private place. 
ments are sold in interstate commerce 
by the companies without going throu gh 
registration with SEC, Mr. Wilde was 
asked about the practice of his com. 
pany. He did not think it has resold 
any such securities, but it may have 
bought some from others, He promised 
to ask “the association” to see what it 
can find out about such resales. 

Chairman Heller quoted from a talk 
by Mr. Wilde at the American Life 
Convention in Chicago, in 1950, on di- 
rect placements, and asked the witness 
about it. 

The witness admitted that in 1939-49 
he had taken a “dim view” of direct 
placements, but continued to study the 
matter and eventually “landed in the 
middle.” Direct placement has its ad- 
vantages, he said, but is criticized from 
the standpoint of the distributor of se- 
curities. 

When Heller wanted to know if direct 
placement methods are fair to smaller 
companies, Mr. Wilde admitted he had 
heard that some such complain they do 
not get a fair share of such placements, 


But he deciined to name the com- 
panies. 
In response to a question, he said if 


Congress required all securities to be 
registered and sold through public of- 
ferings, there would be some increase 
in distribution. 


Lets Get 
TOUGH 


ABOUT PENSIONS 





Get this new 16 page booklet. 
It explains pensions strictly from 
the standpoint of the employer's 
interest. It provides a factful 
analysis showing that pensions 
are a good investment for em- 
ployers — even if they have no 
soft-hearted regard toward their 
employees. 


Send $1 for 3 copies of “Let's 
Get Tough About Pensions”. Clip 
this ad with your check and busi- 
ness card and mail to: 


CHARLES D. SPENCER & 
ASSOCIATES, INC. 
166 W. Jackson Blvd.—Room 1502 
Chicago 44, Ill. 
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Starr's Sale of U.S. Life 
Viewed Logical Move 


By ROBERT B. MITCHELL 


NEW YORK-—Sale of control of 
United States Life to Continental Cas- 
yalty took the insurance fraternity by 
surprise but to observers familiar with 
U. S. Life’s shift in emphasis from for- 
eign to domestic _ sales development it 
seemed like a logical step for Cornelius 
y. Starr to step out as majority stock- 
holder in U. S. Life so that. he might 
continue to concentrate on his primary 
field of interest, the development of in- 
surance business abroad. 

When the Starr interests bought con- 
trol of the company back in 1935, U. S. 
Life was small and had shown almost 
no growth for nearly a quarter-century. 
The plan was for it to develop overseas 
business, along with American. Interna- 
tional Underwriters and other insurance 
units in the Starr enterprises. The com- 
pany went along on this basis for some 
years, building up quite a volume abroad 
but making no effort to augment busi- 
ness in this country. But it gradually be- 
came apparent that this development ot 
foreign business would make it increas- 
ingly difficult for the company to con- 
tinue complying with some of the New 
York insurance law’s provisions, par- 
ticularly those dealing with investments 
and expenses. 


No Robertson Law 


There was nothing like Texas’ Rob- | 


ertson law that compelled U. S. Life to 
invest abroad but these investments 
were considered desirable, partly be- 
cause their higher yields helped offset 
higher mortality on foreign business and 
partly because of the public relations 
advantage in helping the economic de- 
velopment of the countries involved. 
Finally, about four years ago U. S. 
Life announced its intention of putting 
its main stress on domestic business with 
foreign business at most a minor inci- 
dental. The company has made a good 
showing in building its U. S. business, 
as a glance at insurance department 
statistics will verify, but obviously it 
wasn’t going to take the place in the 


Starr enterprises that Mr. Starr had 
visualized for it. 
Stayed with the Company 

Incidentally, Mr. Starr might well 


have been impelled to sell out his con- 
trolling interest at that time but he 
nevertheless continued to take an active 
part in building the company to its pres- 
ent position. 

U. S. Life’s role in the A.I.U. setup 
since 1948 has mainly been to write 
business overseas on persons who want- 
ed insurance in a U. S. company. Other 
companies were organized by the Starr 
interests to aggressively seek overseas 
business—Philippine American Life of 
Manila, Seguros Venezuela of Caracas, 
American International Life of Cuba, 
and Americn International Assurance of 








Indiana Rules Trustees May 
Receive Group Dividends 


Indiana Attorney General McMana- 
mon has ruled that the Indiana insur- 
ance department may approve group 
Policies on which dividends and revenues 
may be paid to trustees rather than to 
employer and the employees involved. 
The opinion was given to Commissioner 
Viehman who had previously been re- 
fusing to approve such policies on the 
ground they violated the state law. The 
attorney made it clear that one policy, 
including employers of several different 
gtoups could not be issued and that 
group could not be issued on less than 
25 employes. 

It has been held that the dividends 
have to be paid to the employer and 
the employe groups. Now they can be 
added to the trust funds. 


Hong-Kong. Besides these there is 
American Life of Wilmington, Del., or- 
ganized as Asia Life in 1921. It has 
been inactive in the last few years but 
because of the change of name in 1951 
and U. S. Life’s leaving the A.I.U. orbit, 
the presumption is that American Life 
will soon be reactivated. 


Add Day to N.A.LC. Rally 
for Those with the Grip 


The insurance commissioners conven- 
tion at Chicago the week of June 22 is 
going to depart from the accustomed 
pattern in that there will be on Thurs- 
day of that week an executive session 
for the commissioners. This plan was 
largely conceived by President Frank 
Sullivan, who is the Kansas commis- 
sioner. The idea is that up until Thurs- 
day the committee sessions will be held 
and committee reports that are ready 


will be submitted to the commissioners 
at plenary sessions but only for pur- 
poses of being received. Action on the 
reports will be put over until Thursday. 

Mr. Sullivan is trying to arrange to 
have the reports handled in orderly 
fashion. He is planning to have copies 
of the reports made available by the 
hundred so that all who are interested 
may know exactly what action has been 
taken on all subjects. 





Detroit and Windsor (Ont.) cashiers 
held their annual dinner. 
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GERIATRICS: HELPING OLDER PEOPLE ENJOY LIFE LONGER 


CIRRHOSIS 
of the 
LIVER 

Normal (above) and 


cirrhotic (to the 
right). Same scale 





Drawings by Jean E. Hirsch 





Longer life for people past 40 


Your liver is the key organ in the 
metabolism of your body. Without it 
you cannot live. That is why you 
should know that cirrhosis of the liver 
is on the increase among Americans 
of 40 and over. 

Cirrhosis is a degenerative disease 
in which the liver first becomes en- 
larged and then gradually shrinks, 
changing its normally smooth, satiny 
structure for a rough, hobnail-like 
scar tissue. All this while, the liver’s 
function is steadily being weakened 
until the condition at last proves fatal. 

Medical research in recent years has 
determined that cirrhosis may develop 
from any of a variety of causes, the 
most common being dietary deficiency 
accompanying excessive use of alcohol. 
It can also result from obstruction of 
the bile ducts or from infection. The 
ailment is three times as common in 
men as in women. 


Although the disease is often unsus- 
pected, symptoms can be detected 
through simple examination by the 
physician. The condition can be 
checked and the liver’s functions large- 
ly restored if discovered early enough 
and, thanks to advances in geriatrics, 
many thousands of people who would 
otherwise be hopeless victims of cir- 
rhosis are being guided back to happy, 
useful living. 

Extraordinary progress in geriatrics, 
which is already resulting in longer 
life for millions, calls for sounder-than- 
ever planning to assure financial sol- 
vency in those later years. Your North- 
western National Life agent, paid not 
primarily for sales but for satisfactory 
service, can be depended on to help 
you plan wisely for a financially com- 
fortable future through life insurance. 
FREE PAMPHLET : “Liver Cirrhosis?’ 
gives facts to help you guard against this 
ailment. Sent on request. 


NORTHWESTERN /Vattonadtl LIFE 
OF MINNEAPOLIS 


One of America's great life insurance companies 
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Society of Actuaries 
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III. 
A. 


Reserve Strengthening 


insurance company pension plans 
including agents’ pension plans? 
1. For individuals already retired. 
2. For credits to active employes, 


Are there currently reasons for 
changing the emphasis on reserve 
strengthening programs? Has 
there been a change in emphasis? 
Is the use of the new annuity 
tables being considered in the re- 
serve strengthening process? 


This 


FORUM ON INDIVIDUAL 
AND ACCIDENT INSURANCE 


forum be conducted by a 
panel comprising: 


Raymond F. Killion 


“reserve” 


2:30 p.m. 


will 


“surplus” 


B. What methods have been adopted 
to emphasize the 
acter of undistributed surplus? Is 
the use of the word 
our annual statements misleading? 


char- 


in 


HEALTH 



















STANDA 


Over2% bia, 
of life insurance 
force 


ANIC representatives 


are Anico’s best 
advertisements 


F. H. EVATT. Greensboro, N. C. 


MOST VALUABLE ORDINARY 
REPRESENTATIVE IN 1951 


Without previous insurance experience, in 
his two years with Anico Mr. Evatt won 
the highest title the Ordinary Department 
can bestow—Most Valuable Representa- 
tive. To earn it, he has a perfect per- 
sistency on an exposure of $532,314 of 
client coverage. Mr. Evatt has not had a 
single lapse in his entire insurance career! 
He uses the special Anico plans. He sells 
only on a need basis. He renders service 
first and sells second. Mr. Evatt exempli- 
fies in the highest degree the 
type of man who is making 
Anico famous for service and 
policyholder satisfaction. 


succeeds. 


can be devised. 



















tons 


W. L. MOODY, JR., PRESIDENT 


—— 


INDIANAPOLIS, INDIANA 


A working contract that permits outstanding earnings. 
Policies that stand out in value against any competition. 


A management philosophy that is based on the axiom 
that a company succeeds only when its agency force 


The most modern and effective selling aid program that 


For information without obligation 
address “‘Executive Vice-President”’ 


AMERICAN NATIONAL 


/nmubsance Company 


RD LIFE INSURANCE CO. of IND. 





GALVESTON, TEXAS 


Delaware 
Louisiana 


Pennsylvania 









Arthur W. Larsen 

Harold R. Lawson 

Morton D. Miller 

Henry R. Roberts 

J. E. Taylor 

John T. Miller, Chairman 

The discussion will be divided into the 
three parts listed below. Each part will 
be opened with brief remarks by mem- 
bers of the panel, after which everyone 
will be invited to participate in an open 
forum discussion. It is hoped that an ac- 
tive discussion will develop. Also, ques- 
tions from the floor may be addressed to 
any of the panel speakers. 

I. Individual Health and Accident In- 
surance, Past and Present 

A. What are the more significant his- 
torical facts and trends in the de- 
velopment of this business? 

B. What types of benefits are cur- 
rently offered by the various car- 
riers? 

C. In what ways are the purposes, 
problems and practices of health 
and accident insurance related to 
those of life insurance? 

Underwriting and Related Matters 

A. What basic principles should be 
observed in the selection of risks? 
What are the principal factors 
that affect the underwriting ex- 
perience? 

B. To what extent has substandard 
underwriting been developed? 
What means are employed to as- 
sess the cost of the insurance 
equitably? 

C. How are sales policies and claim 
administration practices related to 
underwriting? To what extent is 
renewal underwriting employed? 

Experience Analysis, Reserves and 

Policy Forms 

A. What analyses of morbidity ex- 
perience are essential or desir- 
able? To what extent are inter- 
company investigations practical? 

B. What methods have been found 
practical for analyzing claim pay- 
ments and relating them to appro- 
priate units of exposure? In .what 
situations may analysis be made 
by the method of loss ratios? 

C. What reserves are required by 
statute and what are the accept- 
able bases for these? Should re- 
serves in addition to the unearned 
premiums be maintained on pol- 
icies which are’ not guaranteed re- 
newable? What criteria are proper 
for the establishment of adequate 
surplus funds and contingency re- 
serves? 

D. What problems have recently 
been encountered in the drafting 
of policy forms to conform to the 
laws and regulations of the vari- 
ous states? What trends are ap- 
parent in the form and style of 
policy forms? 

Mortality Studies 

A. What measures of mortality, 
either detailed or abbreviated, are 
being used to obtain an accurate 
portrayal of mortality trends? 

Gross Premiums and Dividends 

A. To what extent are the following 
influences being reflected in pre- 


II. 


III. 


Iv. 


Vv. 


miums, dividends and settlement 
options? 
1. Recent improvement in mortal- 


ity, particularly at the higher 
ages. 

2. Trend in interest rate. 

3. Federal taxes. 

4. Changes in agents’ compensa- 
tion. 

5. Other increasing expenses, 

VI. Group Insurance 

A. What’ considerations enter into 
the determination of desirable 
limits on the amount of group life 
insurance per life, apart from leg- 
islative restrictions? 

B. What problems are presented in 
the extension of group hospital, 
surgical and medical expense in- 
surance to retired lives? 

C. What is the recent experience in 
group hospital, surgical, and med- 
ical expense insurance? 


2:00 p.m. Friday, June 6 
SMALLER COMPANY FORUM 


This forum will be conducted by a 


panel comprising: 
Albert E. Babbitt 





GENERAL AGENCIES OPEN IN Arkansas 


Florida * Georgia Hlinois Indiana + Kentucky 
Maryland alidaltcreial Missouri New Mexico 
* Tennessee Texas Virginia West Virginia 





Herbert H. Blakeman 


We Love to Say “THANKS... 


.-- and that’s why I’m on the payroll. You see | carry a premium receipt to each and 
everyone of our policyholders—even with it, a personal note of thanks from one of our 
executives. The boss is so right in his thinking that a sincere “thank you”’ is still the basis 
of good business dealings. It’s really just one of the many personal touches we inject 
into our company’s operation. If you're interested in becoming associated with a great 
little company why not write direct to our president? He has some lucrative general 
agencies available! 





—A. Postage Stamp 








Uae <-lale) California 






Stuart Fulton Conrod 

Ralph E. Edwards 

Robert C. Perry 

Garnett E. Cannon, Chairman 

I. Annual Statement 

A. Have any problems of particulay 
concern to small companies arisen 
in preparing the new form of an. 
nual statement? 

B. Are comparisons of expenses, ip. 
terest rates and other items amon 
companies of like size now more 
meaningful? If so, should this ep. 
courage companies to exchange 
convention statements with other 
companies? 

Agency-Actuarial Cooperation 

A. How can the actuary help the 
agency department in the devel. 
opment of sound financing methods 
for new agents and agency man. 
agers? 

B. 1. What factors should be include 
in setting up standards of per. 
formance for qualification to 
attend agency conventions g 
that proper recognition can be 
given to production, persist. 
ency, plan, length of Service, 
etc.? 
How are these factors applied? 
What bases of credit are used 
for annuities, industrial insur. 
ance, group life insurance 
group accident and health in- 
surance, and individual acgj- 
dent and health insurance? 

Multiple Lines 

. What are the problems facing a 

small company on expanding its 

operations into one or more of the 

following fields: 

1. Group life insurance. 

2. Individual accident and health 
insurance. 

3. Group accident and health in. 
surance, 

. Pension trust business, 

IV. Practices and Procedures 

A. What changes in practices or pro- 

cedures have been made with re- 

sulting reduction of expense in 
connection with the following: 

1. Administration and _ valuation 
of supplementary contracts. 

2. Collection of monthly premi- 


II. 


tela 


III. 
A 


ums. 

38. Underwriting of new applica- 
tions. 

4. Preparation and_ printing of 

rate books and policies. 


SSB Broadens Categories 
for Automatic Approval 


Salary stabilization board has issued 
regulation No. 8 superseding general 
salary order No. 11 which broadens in 
two major instances the categories of 
health and welfare plans which can be 
put into effect without approval of the 
SSB. The new provisions are 

1. A plan providing for disability, hos- 
pital expense, surgical expense, in-hospi- 
tal medical expense, group life, including 
permanent and total disability benefits, 
or accidental death and dismemberment 
benefits may be put into effect or con- 
tinued without approval if it covers only 
employes subject to the jurisdiction of 
the salary stabilization board and meets 
the requirements of general wage regu- 
lation No. 19 and wage stabilization 
board resolution No. 78. 

Previously such approval had been 
given only to plans covering employes 
subject to the jurisdiction of both the 
WSB and SSB upon the same or simi- 
lar terms. 

2. A plan does not require prior ap- 
proval if the employes covered by the 
plan and subject to the jurisdiction of 
the SSB pay at least 40% of the pre- 
mium payment for their benefits under 
the plan, or at least 50% of the premium 
payment if the plan includes benefits 


for their dependents. 


List Instructors for Agent 
School at Storrs, July 28 


Instructors for the life agents’ school 
set for July 28 at Storrs, Conn., will be 
Daniel P. Cavanaugh, associate counsel 
Aetna Life; Thomas S. Morse, consult- 
ant, personal plans service Phoenix Mu- 
tual Life; Elmon A. Starr, superintend- 
ent of agencies Connecticut Mutual Life; 
Harry M. Smith, manager Union Mu- 
tual Life, Hartford; Stuart A. Monroe, 
associate general agent, Huber agency, 
New York City; P. Philip Lacovara, 
managing editor Trusts and Estates, 
New York City; Herbert P. Karlsruher, 
New York City, and H. P. Gravengaard, 
The National Underwriter Co. : 

Connecticut Assn. of Life Underwrit- 
ers, and University of Connecticut will 
sponsor the school. 
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First F.1.C. Attains 
MDRT Membership 


(CONTINUED FROM PAGE 3) 

said the agent could attach his name 
and address to the balloon along with 
the promise of a prize for its return. 
The prizes could be offered for the first 
balloon returned, the balloon retrieved 
from the farthest point, and the balloon 
retrieved closest to the point of re- 
lease. 

Lewis E. Klein, Lutheran Brother- 
hood, Grand Island, Neb., attributed his 
successful production to a permanent 
rospect file that lists his prospects al- 
phabetically by towns; by months for 
age changes, and by “this week” or 
“next trip’ when a prospect is due for 
a service call. Mr. Klein plans his 
itinerary two weeks in advance, and 
pulls his cards accordingly by town to 
save unnecessary driving. Through this 
system, each 12 hours of work results 
in 16 calls for two interviews with one 
application written. In healthy Ne- 
braskan fashion, Mr. Klein advised pro- 
ducers “to rise early, read their Bible. 
eat a good breakfast and be off to work.” 





Precht Introduces Officers 


Congratulations were expressed to 
F.1.C. for its willingness to undertake 
individual responsibility in “lifting the 
bushel basket from the light of fraternal 
insurance,” by R. G. Ransford, presi- 
dent Gleaner Life. At the conclusion of 
the meeting, T. L. Precht, Aid Assn. for 
Lutherans and president F.I.C., intro- 
duced the following officers for next 
year: Frank Garber, Maccabees, Toron- 
to, president; Francis Ortman, Modern 
Woodmen, Rock Island, III., vice-presi- 
dent, and William M. Olsen, Equitable 
Reserve Assn., Peoria, secretary-treas- 
urer. 

Francis L. Merritt, vice-president and 
director of agencies, Central Life of 
Iowa, urged the fraternal managers to 
be responsible for failures in their field 
organizations, and to display selflessness 
in their decisions. Mr. Merritt said that 
the subtle implications that the man- 
agers cannot find goodness in their field 
producers leaves the home office open to 
the charge of failure. He said that the 
managers as leaders should make pro- 
ducers enthusiastic and inspired and 
give them “a feeling of bigness.” 

Edward D. Brown, Jr., consulting ac- 
tuary, told the managers that the actu- 
ary, since he provides the basic tools 
for life producers, must be realistic in 
his assumptions, but conservative in out- 
look because the nature of the business 
is that of a long-term contract. He said 
the actuary cannot afford to establish a 
basis for a contract that may run for 
many years which does not appear justi- 
fied under almost any conceivable cir- 
cumstances. J. Allen Porterfield, Equi- 
table Reserve Assn., and president Field 
Managers, delivered a paper on the pro- 
fessional agent by the late Louis C. 
Schmidtt, National Mutual Benefit. The 
paper pointed out the professional simi- 
larities between the doctor and lawyer, 
dentist and life producer. It declared 
that each must sell himself, his knowl- 
edge, and his services. Other speakers 
at the managers conference included 
John W. Faulkner, ‘Royal Neighbors; 
Earl M. Schwemm, manager Great- 
West Life, Chicago; Harold C. Hoel, 
Lutheran Brotherhood, and Clara B. 
Cassidy, Woodman Circle. 





Elect Leadership Officers 


Leadership Club of General American 
Life elected the following officers at a 
three-day meet at St. Louis: Leonard W. 
Moody, district manager, Pine Bluff, 
Ark., president; Verd Hanks, Clarkdale, 
Ariz., 1st vice-president, and Clifford J. 
Jenny, St. Louis, 2nd vice-president. 


Named U.S. Life Man of Year 


United States Life has named Stelios 
Nickells, American International agency, 
Tokyo, “Man of the Year” for 1951. 





Eye Agent Bids by 
Mutual Funds 
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on the revision. Mr. McCarty mentioned 
that the emergency relief legislation 
passed in 1948 expires at the end of 
1952, making it particularly urgent that 
remedial legislation be enacted at the 
1953 session of the legislature. 

Mr. McCarty discussed the penalty 
clause enacted at the 1952 session that 
permits the insurance superintendent to 
levy a fine up to $1,000 for violations in 
connection with filings of rates and pol- 
icy forms. Even though the department 
has indicated it would never be invoked 
against agents, the executive committee 
authorized Mr. McCarty to seek an 
amendment which makes this exemption 
clear beyond any question. 

Frank Alberts, Aetna, Rochester, re- 
ported as chairman of the recent caravan 
sales congress, which was the most 
profitable the association has ever run. 
On his recommendation the association 
decided to conduct these congresses in 
the fall rather than the spring, the next 
one to be in 1953, and not to return to 
the same cities in consecutive years. To 


provide the state association with more 
revenue it was decided to drop the prac- 
tice of sharing sales-congress income 
with local associations. 

George P. Shoemaker, Provident Mu- 
tual, New York City, chairman of the 
state association committee to raise 
money for the planned N.A.L.U. head- 
quarters building, said the state body 
had accepted a quota of $40,000, al- 
though it would probably take several 
months to raise it rather than by the 
end of June, the goal set by N.A-L.U. 
This quota works out to about $9 per 
member. Membership is about evenly 
divided between New York metropolitan 
area and upstate. 


All But Five Represented 


President Merle Smith, Mutual Life, 
Buffalo, reported on the year’s activities. 
All but five of the 29 local associations 
comprising the state body were repre- 
sented. 

Stanley C. Collins, Metropolitan Life, 
Buffalo, N.A.L.U. trustee, read an ex- 
ceptionally fine and heart-warming trib- 
ute to Sidney Wertimer, manager of Pru- 
dential in Buffalo, former president of 
the state association, who died last fall. 
Mr. Wertimer was the first person from 
the Buffalo area to be elected a trustee 
of N.A.L.U. 


Illegal Service Is Cravey’s 
Plea in Bankers L. & C. Case 


Commissioner Cravey of Georgia has 
filed a motion in federal court at Miami 
for dismissal of the $30 million damage 
suit that has been brought against him 
and others by Bankers Life & Casualty 
of Chicago. The other defendants are 
Commissioner Larson of Florida and 
C. C. Bradley, vice-president of the so- 
called Sammons insurance fleet, includ- - 
ing Reserve Life of Dallas, Pyramid 
Life of Kansas City, George Washing- 
ton Life, Professional of Florida and 
American Security of Texas, and Pyra- 
mid Life of Arkansas. 


Court’s Jurisdiction Denied 


The motion was signed by Attorney 
General Cook of Georgia. It insists that 
Mr. Cravey was illegally served with 
a summons at Panama City, Fla., dur- 
ing the time of the zone meeting of 
insurance commissioners there. The mo- 
tion declares that since Mr. Cravey is 
not a resident of Florida the court has 
no jurisdiction over him. 

The suit that was filed April 25 al- 
leges that Messrs. Cravey, Larson and 
Bradley were pursuing a scheme to ruin 
the business of Bankers L. & C. 
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Group Undergoes Purge by Fire 


The harvest of a long period of the 
most intense and at times unscrupulous 
type of competition between some in- 
surance companies is being gleaned to- 
day in the way of poor experience on 
group coverages. Sharp competition is 
not the only factor figuring in the diffi- 
culties with group coverages. The high 
cost of hospital care and medicines and 
medical care, plus malingering and 
greater utilization of medical services 
than ever before enter into making ex- 
perience unfavorable. However, the 
items in this latter category are not 
nearly so controllable as unsound com- 
petition in which the insurers have en- 
gaged over the past few years in which 
ridiculously low rates have been quoted 
and companies have attempted to squeeze 
by for prestige purposes on very meager 
retentions. 

Group men have for several years 
been disturbed by the competitive pres- 
sures in the business. Anyone who has 
attended their meetings or talked to 
them individually would have gathered 
this. Competition is a healthy thing but 
the kind of competition that these men 
were running into was neither healthy 
for them nor the business. 

These group men were subject to tre- 
mendous pressures from their home 
offices for volume, volume, volume. On 
the other side, they have been subjected 
to tremendous pressures from the buy- 
ers of group insurance, both manage- 
ment and labor, to quote the lowest 
possible rates, sometimes to give kick- 
backs to individuals. More often it was 
the representative of a company which 
would quote almost any kind of a rate 
to get a group who felt the worst about 
his job, even though a company with 
such a “liberal” attitude was helpful in 
acquiring volume. Many a group man 
has been forced to quote rates which 
were indefensible. He would have been 
much happier if his company had 
shown enough integrity not to bid at 
such a figure and volume be damned if 
underwriting principles were violated. 

Some companies built outwardly im- 


presive empires of group cases, which 
have turned out to be grief. Many of 
these inflated cases they have lost to 
competitors; on others they have paid 
dearly experience-wise. Some companies 
have very much weakened their own 
reputations with the public and with 
their own men because the home office 
would not adopt firm positions. 

The situation was anomalous. Very 
often while the group departments were 
behaving in a non-conservative manner. 
to say the least, the other operations of 
the companies in question were carried 
on according to sound and conserva- 
tive underwriting principles. It was in 
the group field that the companies obvi- 
ously have decided to do their “adven- 
turing.” Too often the right hand of the 
company didn’t seem to know what the 
group department was doing. 

By this time, some of the most fla- 
grant violators of good sense in group 
underwriting have realized the error of 
their ways. Mounting loss ratios have 
brought a sobering realization to them 
that they are subject to the same laws 
of underwriting as any other depart- 
ment of the company. 

Group insurance has been like a boom 
town. It has grown, often without di- 
rection, its streets laid out in crazy pat- 
terns, its knowledge incomplete, its 
ethics flimsy. Now certain areas are 
due for a burning and a purging by fire. 
What emerges should be something bet- 
ter than there was before. Group insur- 
ance should become an established. un- 
derwriting procedure on a_ scientific 
basis with competition, certainly, but 
competition tempered by good sense. 
It is bound to continue as a field of tre- 
mendous importance in the struggle to 
maintain balance between workers and 
capital that will retain the American 
equilibrium. It is a field in which there 
are so many obvious social responsibili- 
ties that the lack of caution on the part 
of some insurers and the loss of face 
suffered because of large-scale “raiding” 
and “price wars,” have been peculiarly 
inappropriate. 


Capable Hands for a Tough Job 


The New York State Assn. of Life 
Underwriters, which has just held its 
annual meeting, faces a tough job in the 
coming months but fortunately it is well 
fitted to handle it. The job, as hardly 
anyone in the life insurance business 
needs to be told, is to get a favorable 
reception among the state’s legislators 


for badly needed liberalizations in the 
famous section 213 by which New York 
limits expenses not only of its own com- 
panies but of an estimated 85% of all 
the life insurance business done in the 
United States. 

Because of the extra-territorial opera- 
tion of New York insurance laws, the 


New York state association is working 
for not only its own membership but for 
all agents of all companies licensed to 
do business in New York state. 

The job of getting section 213 modi- 
fied along the reasonable lines desired 
by both the companies and the agents 
would not be easy under any circum- 
stances. It is additionally difficult be- 
cause the companies and the New York 
department wound up at loggerheads at 
the end of the 1952 legislative session, 
with each side unable to get what it 
wanted but successful in frustrating the 
other’s proposals. 

Not the least of the troubles that lie 
ahead is the widely credited report that 
opposition to the changes sought in sec- 
tion 213 emanates not just from the in- 
surance department but from “the sec- 
ond floor,” as the governor’s office is 
referred to at the capitol building. Vari- 
ous surmises have been advanced, one 
of them ‘being that the life insurance 
business has been in wrong with the 
Dewey administration since it success- 
fully bucked the efforts of the state’s 
savings banks to raise the limit on sav- 
ings bank life insurance several years 
ago. 

Whatever the reasons for the adminis- 
tration’s opposition to the section 213 


liberalizations backed by the companies 


and agents, it is indeed fortunate that 
the state association is so well organ- 
ized and so militantly able to rise to the 
occasion. It is also fortunate that the 
association has continued on the same 


statesmanlike, broad-gauge basis that its 
founders adopted back in 1919. It has 
a fine record of keeping the public inter. 
est always in the forefront in mapping 
its course. 

To a very unusual degree, the state 
association leaders are a group of dedj- 
cated men working in the interest of the 
insurance business and the insuring pub- 
lic. There is a continuity of interest 
seldom found in associations anywhere, 
With roughly half the membership ac. 
counted for by the New York City as- 
sociation, it might very well be, with less 
selfless leadership, that there would be 
a conflict in interest between the New 
York City agents and the upstaters. But 
there is a oneness of aim and spirit that 
has no room for such division. 

Working in and for the state associa- 
tion has resulted in close and lasting 
friendships for the participants. A few 
years ago the past presidents began the 
custom of getting together for an in- 
formal dinner the evening before the 
meetings. These past presidents call 
themselves “The Lamp-Posts,” because 
they are “good to lean on and occasion- 
ally shed a little light.” There have been 
dinners at which only three past presi- 
dents were absent. 

The insurance ‘business and the insur- 
ance-buying public all over the United 
States are in the debt of the New York 
State Assn. of Life Underwriters—and 
will be even more so by the time the 
1953 session of the New York legislature 
winds up its deliberations. 








PERSONAL SIDE OF THE BUSINESS 





Robert Laughman, manager of the 
home office agency of North American 
Life & Casualty, has been hospitalized 
by a heart attack and will be away from 
his office for an indefinite time. He is at 
Northwestern hospital, Minneapolis. | 

H. Bruce Palmer, executive vice-presi- 
dent of Mutual Benefit Life, has been 
elected president of New Jersey State 
Chamber of Commerce. W. Paul Still- 
man, chairman of Mutual Benefit, was 
elected treasurer of the chamber for the 
ninth consecutive year. 

G. D. Brooks, vice-president and man- 
ager of the investment department of 
National Life & Accident, has been 
nominated for the board of governors 
of Mortgage Bankers Assn. of America, 
tantamount to election, which will hold 
its annual meeting at Chicago Sept. 29- 
Oct. 2. 

William E. Hays, general agent New 
England Mutual Life, Boston, has been 
elected to the board of Boston YMCA. 

Robert E. Florian, general agent Con- 
necticut Mutual Life, Chicago, delivered 
his second lecture this year on the career 
aspects of life insurance before the 
graduating class of the Notre Dame 
school of commerce. Mr. Florian spoke 
under the auspices of the L.I.A.M.A. 

Charles G. Taylor, Jr., president of 
Metropolitan Life, has been named head 
of a special fund drive in the New York 


City area in behalf of the National Assn; 
for Mental Health. 

William R. Pyper, National Life of 
Vermont, Phoenix, is a candidate for 
the Arizona state senate. Mr. Pyper is 
chairman of the public information com- 
mittee of Arizona Assn. of Life Under- 
writers. . 

President Horace W. Brower of Occi- 
dental Life of California addressed the 
San Francisco meeting of National 
Federation of Financial Analysts Soci- 
eties. 

Max M. Matson of the McDougall 
agency for Mutual Benefit Life, Cleve- 
land, received a bronze plaque at a 
luncheon marking his 20th year with 
the company. 


N. Y. C. Juniors in Final Meet 


Junior Actuaries of New York City 
will hold its final meeting of the 1951-52 
club year May 28. Laurence H. Longley- 
Cook, North America, will discuss the 
actuary and fire insurance. 


Continue 1951 Tax Formula 

WASHINGTON—A Dill to extend 
the 1951 formula for taxing life insur- 
ance companies through 1952 has been 
introduced by Chairman Doughton of 
the house ways and means committee. 
It is satisfactory to the business and 1s 
expected to be enacted. 
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The bulge in group insurance produc- 
tion that was expected to materialize 
once the stabilization controls were re- 
laxed has failed to materialize and there 
are apparently several other reasons in 
addition to the fact that labor leaders 
are marking time in their fringe benefit 
demands pending settlement of the steel 
dispute. ; > 

One factor is that federal income taxes 
have hit many corporations a lot harder 
than ever before, with the result that 
many hot group insurance prospects 
with big ideas have lost all or most of 
their interest. 

The widespread sales slump in many 
important industries has had a deterrent 
effect not only in the industries immedi- 
ately affected but in inducing a tighten- 
ing of purse-strings in many other lines 
of business not showing any decline at 

Il. 
’ Another psychological factor has been 
the big about-face in the attitude of top 
management in many industries toward 
labor. This seems to be more than just 
a normal feeling of being squeezed by 
higher taxes, reduced sales, and demands 
from labor for higher pay and more 
fringe benefits. This negative attitude 
toward labor may have some connection 
with the political implications in the 
government’s seizure of the steel plants. 


Bankers of lowa Still Pays 


Ellen Copley, Palo Alto, Cal., recently 
passed her 100th birthday and received 
her 207th monthly annuity check from 
Bankers Life of Iowa. A single-premium 
annuity contract was written on Mrs. 
Copley 17 years ago by Clara Roberts, 
company agent at Palo Alto for 25 
years. Mrs. Copley has received almost 
280% of her investment in the annuity. 


SS Forfeiture as Stimulus 


Commenting on the editorial on re- 
moval of social security forfeiture in the 
May 9 issue, Robert T. Wennstroem, 
manager of Union Central Life at Syra- 
cuse, says: “I am inclined to agree with 
you that the knowledge that a man 
would be able to work beyond age 65 
and earn as much as he could without 
danger to his social security income 
would cause many a prospect to be in- 
terested in buying retirement income 
insurance.” 

On the other hand, however, Mr. 
Wennstroem has not found that pros- 
pects are much impressed by the argu- 
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ments that they should buy enough re- 
tirement insurance so that it will be 
possible for them to get by with that 
plus social security without having to 
exceed the $50 a month limit that would 
forfeit their social security income. 











Rules Retirement Benefits 
Included in Gross Estate 
WASHINGTON—Mason B. Leming, 


acting chief counsel, internal revenue 
bureau, thas issued a ruling relating to 
section 81.13, regulation 105, which cov- 
ers the employe’s right to designate the 
beneficiary of a death benefit under a 
profit-sharing and retirement plan. 

The ruling provides that the employe, 
at the time of death, is in possession of 
such rights as constitute property within 
the meaning of section 811 (a), internal 
revenue code, provided that prior to 
the employe’s death the employer has 
not withdrawn the right of the employe 


to designate a beneficiary, and has 
not eliminated all death benefits. 

Thus, the amount payable under the 
plan to the designated beneficiary can 
be included in the deceased employe’s 
gross estate under section 811 (a), (c), 
(d), and (f) of the code. 





Boston Group Elects Khouri 


Boston Life Insurance and Trust 
Council has elected John G. Khouri, 
New England Mutual Life, president; 
Allen Potter, Day Trust Co., vice-presi- 
dent; Charles H. Deming, National 
Shawmut Bank, treasurer, and William 
C. Coogan, Brookline, Mass., secretary. 


DEATHS 


T. GUY WOOLFORD, 76, co-found- 
er of Retail Credit Co. with his brother, 
the late Cator Woolford, died at Atlanta. 

BERNARD J. DUNNE, 74, died at 
his home on Long Island. With Metro- 
politan Life for 40 years, Mr. Dunne 
was general contributory supervisor of 
the group field service division for 18 
years before his retirement in 1944. 
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bian National Life. 


Ned H. Nelson, Beneficial, Salt Lake City, right, presents trophies as a reward for 
speeches at the annual sales congress of Utah Assn. of Life Underwriters to two of the 
speakers in his capacity as president of the association. From the left are: Harry J. 
Syphus, general agent Beneficial Life, Salt Lake, N.A.L.U. trustee; the two speakers, 
John D. Marsh, general agent Lincoln National, Washington, D. C., secretary of 
N.A.L.U., and Charles C. Robinson, vice-president and manager of agencies of Colum- 


May Revise Examinations 

LANSING, MICH. — The Michigan 
department is reported to be studying 
the present methods, cost and value of 
examination procedures with a view to 
possible changes which would increase 
efficiency and possibly reduce costs. 
Herbert B. Thompson, chief deputy 
commissioner, in explaining the project 
to the departmental staff, said “we are 
inviting some outsiders to offer sugges- 
tions. Any practice which is followed 
for a long time may profit by periodic 
reappraisal and outside criticism,” he 
noted. 








Liberal Commissions 
Organization Allowance 
Office Allowance 
Persistency Bonuses 

H. O. Training Schools 


Production Club Conventions 





Regional Meetings 
Prize Winning Sales Aids 
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SALES MEETS 





Record Number of Mutual 
Benefit Field Men Qualify 


‘More field men qualified for this year’s 
national meeting of Mutual Benefit Life, 
than ever before, although the qualifica- 
tion requirements for agents—$4,000 in 
first-year commissions and 12 lives be- 
tween April 1, 1951, and March 31, 1952 
—were higher than for any other Mutual 
Benefit national meeting. ' 

There are 343 field men, supervisors 
and general agents who have qualified 
for the meeting, which will be held July 
7-9 at Hot Springs, Va. Speakers will 
discuss most of the sales situations 
found in an average agency city. 

The banquet July 8 will feature award 
presentations to lives, volume and earn- 
ings leaders as well as to leaders among 
second-year men. 


Pilot Concludes N.Y.C. Meet 


Pilot Life recently concluded a con- 
vention for 450 combination agents and 
their wives at New York City. High- 
light of the meeting was a dinner hon- 
oring officers of the Pilot Club. Trans- 
portation for the conventioneers, in- 
cluding home office officials, was pro- 
vided by two special trains. 








Fidelity Mutual Seminar 
Fidelity Mutual Life will hold a seminar 
for agents, June 2-6, at the home office. 
Invitation will be based upon length 
of service and production. Discussions 


will cover work habits, sales promotion, 
estate programming, selection of risks, 
and single need selling. 








Convention Dates 


May 26-27, Life Office Management 
Assn. conference, Broadmoor hotel, Colo- 
rado Springs, Col. 

May 26-28, L.I.A.M.A. combination com- 
panies conference, General Oglethorpe 
hotel, Savannah, Ga. 

May 26-28. H. & A. Underwriters Con- 
ference annual, Cosmopolitan hotel, Den- 
ver. 

May 30-June 1, Consumer Credit In- 
surance Assn., annual, Hot Springs, Va. 

May 28-29, Life Insurance Assn. spring 
meeting, Homestead, Hot Springs, Va. 

June 4, Fraternal Actuarial Assn., 
Edgewater Beach Hotel, Chicago. 

June 13-17, Million Dollar Round Table, 
annual, Mt. Washington hotel, Brettoa 
Woods, N. H. 

June 16-19, International Assn. of A. & 
=. pe we nore, annual, Asbury Park, 





June 19-21, annual convention of Cali- 
gia Assn. of Life Underwriters, Stock- 
on. 

June 16-27, life officers investment 
seminar, American Life Convention, Be- 
loit College, Beloit, Wis. 

June 22-25, N.A.I.C. annual convention, 
Conrad Hilton hotel, Chicago. 

June 26-28, Texas Assn. of Life Under- 
writers annual convention, Plaza hotel, 
San Antonio. 

June 26-28, American Life Convention 
es section, Homestead, Hot Springs, 

a. 


Sept. 8-12, National Assn. of Life Un- 
rade annual convention, Atlantic 

y. 

Sept. 8-11, hemispheric insurance con- 
ference, New York City. 

Sept. 15-19, insurance section American 
Bar Assn., San Francisco. 


























Awards 





RESEARCH 


PAUL SPEICHER - PRESIDENT 


R & R’s GIFT SUGGESTION LIST 
a JUNE PRODUCTION LEAD- 
ERS. 


Dallwig Policy & Commission Record. 
Used by agents of all companies. Stand- 
ard Record, $13.75; Junior Record, $8.25. 


Logic of Life Insurance, by Paul Speicher. 
For agent’s “lending library.” Builds a 
background of philosophy and understand- 
ing of the place of life insurance in per- 
sonal planning. $1.25. 


Top Secrets of Successful Selling, brand 
new and by Jack Wardlaw, consistent 
million-dollar producer. $3.50. 


Compendium of Business Insurance Agree- 
ments. Indispensable for agent who works 
in business insurance and estate planning. 
Over 450 pages. $12.75. 


How I Raised Myself from Failure to 
Success in Selling, by Frank Bettger. 
$3.95. 


R & R Magazine. An always-appreciated, 
12-times-a-year gift. 


More Power to You, by Benj. N. Wood- 
son, C.L.U. Deluxe library edition, $3.45; 
Agency edition, $1.45. 


EVERY ORDER SHIPPED ON 
SAME BASIS WE’VE SHIPPED ON 


FOR 38 YEARS: SATISFACTION 
GUARANTEED OR YOUR MONEY 
BACK! 


THE INSURANCE 






AGENCY NEWS 


Penn Mutual Pittsburgh 
Agency Marks 75th Year 


Pittsburgh general agency for Penn 
Mutual Life climaxed its 75th year with 
a record production of $2,767,000 for 
the May anniversary drive. 

General Agent Kenneth Conrey was 
host at a diamond jubilee dinner attend- 
ed by Malcolm Adam, president; W. W. 
Bodine, chairman; D. Bob Slattery, vice- 
president; Urban F. Quirk, assistant 
vice-president, and Evelyn Shuler, di- 
rector of public information. 

The anniversary was also marked by 
radio and television appearances by 
agency members, newspaper publicity, 
and window displays in three stores. 








Munro Agency Fetes Bagby 


Grover C. Bagby marked 30 years 
with the Munro agency, Union Central 
Life, San Francisco, at an agency 
luncheon at Fresno. Mr. Bagby received 
a sheath of testimonial letters and sev- 
eral spoken tributes from long-time 
friends and associates. 


President's Award Repeater 


The Windsor branch of Canada Life 
won the president’s award for efficiency 
for the second successive year. 


The Burton C. Holmes agency of 
Aetna Life at Columbus, O., held an 
outing and sales meeting at Granville. 











Homans Heads Life Division 


International Business Machines Corp. 
has appointed I. Smith Homans, Jr., 
manager of the life insurance depart- 
ment at its New York headquarters. He 
was previously assistant to the vice pres- 
ident. ° 

Mr. Homans has been with the com- 


pany since 1931, at Louisville, Detroit, 
New York, Hartford, Newark and x 
the IBM plant in Poughkeepsie, N. y. 
taking the post from which he has jug 
been promoted in 1951. His father, | 
Smith Homans, Sr., was prominent jp 
the actuarial field, with Union Centraj 
and Commonwealth Life. 


COMPANIES 


Lincoln National Purchases 
Fort Wayne Office Building 


Lincoln National Life has purchased 
the office building, warehouse and some 
factory space of Wayne Pump Co., For 
Wayne, Ind. The group and mortgag 
loan quarters, which include approxi 
mately 50,000 square feet. The ware 
house and factory space, involving 
200,000 square feet, will be leased. 














Liberty Hits Half-Billion 

Liberty Life has attained the $509 
million mark in insurance in force. It 
has been engaged in a “half-a-billion” 
campaign the past nine months. Total 
insurance in force now stands at ap. 
proximately $500,800,000. 

Participating in the campaign were 
more than 1,000 representatives of all di- 
visions. Highest percentage of campaign 
quota was made by the savings and loan 
department. Liberty Life has doubled 
its insurance in force in a little more 
than six years. Assets are more than 
$59 million. 





Western & Southern Life is building 
a $50,000 office building at 1956 West 
Central avenue, Toledo. 
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ESTATE PLANNING 
MANAGERIAL OPPORTUNITY 


Fast growing life insurance general agency in New 
York City is setting up new department for ESTATE 
PLANNING, PENSION TRUSTS AND GROUP WEL- 
FARE. This agency has urgent need now for a man- 
ager to take full charge of this department. 


This is a splendid opportunity for a man, 
age 25-45, who has practical experience in 
these fields and who would be willing to start 
at a REASONABLE salary with ADV ANCE. 


No selling required. But the man selected must have 
ability to supervise inside work. Position must be filled 
by June 1. If interested, write fully about your back- 
ground and qualifications for the position to Box 523, 


The National Underwriter Co., 99 John St., New York 
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ACCIDENT AND HEALTH 





Becker Predicts 20% Hike 
in Hospital Costs by 1954 


Hospital costs will be at least 20% 
higher in 1954 than they are today and 
the A. & H. insurance business was 
given a hint that the public will have 
to buy additional coverage to meet the 
rising trend by Harry Becker, associate 
director of the Commission on Financing 
Hospital Care, at the annual convention 
of Assn. of Western Hospitals at San 
Francisco during a panel discussion. 

The panel, consisting of Dr. A. J. J. 
Rourke, president of American Hosptal 
Assn.; George Bugbee, Chicago, execu- 
tive director of the association; Frank 
C. Gabriel, Albuquerque, past president 
of Western Hospitals Assn.; Clarence F. 
Wonnacott, Salt Lake City, new presi- 
dent, and Rev. Donald A. McGowan, 
executive director of the Catholic Hos- 
pital Assn., summed up their major 
points as: : 

Voluntary prepayment is the best way 
for the public to secure good hospital 
care. Only 5% of hospitals operate for 
a profit, the others barely exist trying 
to keep costs down and earn a little 
profit to put back for more beds. A 
1951 survey shows that the average cost 
per hour for hospital care is $1.11. Costs 
of hospital care are constantly rising but 
people are lax in increasing their health 
jnsurance coverage. Studies are pro- 
gressing toward the development of 
policies to provide for adequate pro- 
tection against the great costs of chronic 
diseases, a neglected condition. 





Blue Cross Is Soliciting 
Cleveland Hospital Patients 


Cleveland Hospital Service Assn. 
(Blue Cross) is making a trial solicita- 
tion for hospitalization insurance on pa- 
tients in five hospitals in Cleveland, and 
most of the other 36 Blue Cross hospi- 
tals in the area have indicated an inter- 
est in offering insurance against hospital 
bills if results of the test are successful. 

Protection for patients who fill out 
the applications will begin 90 days after 
they are discharged from the hospital. 





Hiser New President of 
Chicago Claim Association 


Chicago Claim Assn. elected G. Blair 
Hiser, United Ins. Co., as the new presi- 
dent at the annual meeting last week. 
There were 70 members attending. 

Otto Elder, American Service Bureau, 
was elected vice-president; L. G. Grif- 
fin, Continental Assurance, is secretary, 
and T. A. Kennedy, Modern Life & 
Accident, is treasurer. 

Newly elected directors are Paul 
Tyler, New York Life, chairman; F. A. 
Eggler, Washington National; Charles 
Strezo, Sterling; L. H. Olson, George 
Rogers Clark Mutual Casualty, and J.C. 
Stange, Travelers. 

Speaker was Dr. J. J. Moore, director 
of Moore Clinical Laboratory, whose 
talk was entitled “Valye of the Pathlo- 
gist in Reducing Claims.” 





Hobbs Regional Supervisor 


J. Leslie Hobbs has been named re- 
gional supervisor at South Bend, Ind., 
for American Income of Indianapolis, in 
charge of 11 counties. 


Five Talks at Salt Lake City 


Utah A. & H. Underwriters Assn. 
last week conducted its annual meeting 
and sales congress at Salt Lake City 
with five speakers on the program giv- 
ing selling advice. The sales talks were 
made by Eugene F. Gregory, Denver 
Manager of Business Men’s Assurance, 
on “Seven Keys to Closing;” Harvey 
Quigley, agency assistant of Mutual 
Benefit H. & A. at San Francisco, on 
Five Steps to the Sale;” G. G. Ramsey, 
vice-president Olympic National Life; 





Richard Barnes, agency instructor of 
New York Life at Salt Lake City, on 
“The Man in the Salesman,” and Ray 
Ross, vice-president of Equitable Life & 
Casualty of Salt Lake City. 





Coron Describes Seven Ways 
to Close at Cincinnati 


Howard H. Coron, Canton district 
manager for Mutual Benefit H. & A., 
discussed and demonstrated closing tech- 
niques at the May meeting of Cincinnati 
Assn. of A. & H. Underwriters. Build- 
ing his suggestions on the premise that 
“we have got to get the close,” he urged: 
“Close not once, but many times—and 
repeat your close, if necessary—to get 
the order.” 

He described seven closing techniques: 
(1) The assumptive close, which means 
taking yes for granted and aiming ques- 
tions to determine just what the pros- 
pect will buy; (2) the subordinate ques- 
tion close, in which the prospect is asked 
to decide upon some secondary point; 
(3) the physical action close, in which 
the idea is to start doing something such 
as filling in the application, which the 


prospect will have to stop (many times 
he won’t); (4) the narrative close—tell- 
ing a “reason why” story involving, if 
possible, someone the prospect knows; 
(5) the impending event close, which 
hinges upon an event or circumstance, 
such as the proximity of an age change 
that would involve higher premium; (6) 
the inducement close; (7) the last resort 
close, for use when other methods have 
failed, in which the agent asks the pros- 
pect to buy. 

The association’s next get-together 
will be the annual picnic at the Hartwell 
Country Club on June 26. 





Hear Talk on Communism 


Major John Knezevich, head of army- 
navy intelligence in the Middle East 
during the war, spoke at the May meet- 
ing of A. & H. Managers Club of Los 
Angeles, on “Influence of Communism 
Throughout the World.” 

The club elected William E. Lebby, 
Lebby agency, as delegate to the con- 
vention of the International association 
and also nominated him for election to 
the executive committee of the Inter- 
national. 

The club also voted to join with San 
Francisco in favoring that city for the 
convention city in 1954. 


Plan New DISC in Texas 

. E. McDonald, Guardian Interna- 
tional- Life, was named-chairman of -a 
committee to plan for the next disa- 


bility insurance sales course to be spon- 


sored by the Texas Assn. of A. & H. 
Underwriters. The association directors, 
meeting at Austin, also heard reports 
on the prospective establishment of new 
associations in the lower Rio Grande 
Valley and at San Angelo, Odessa, El 
Paso, and Beaumont. O. D. Harlan, 
National Travelers, presented a tentative 
plan for zoning the state. 





New A.&H. Bureau Members 


Bureau of A. & H. Underwriters has 
added to its membership Life of Vir- 
ginia, Continental Assurance, Vermont 
Accident, Provident Mutual Life and 
General Reinsurance. 








Pamunkey Rites June 24 


One of the features of the annual 
meeting of National Assn. of Insurance 
Commissioners June 22-25 at Chicago 
will be the ceremonial of the Pamunkey 
Tribe of Real Indians Tuesday evening, 
June 24. Membership applications will 
be available at the hotel June 21. 





The 5-Star Prescription 
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For the doctor, lawyer or any prospect 
who must provide his own old-age income, 
the LNL man likes to prescribe our 5-Star 


Annuity. 


The 
LINCOLN 


Optional maturity dates enable the pol- 
icyholder to begin his income early or late 
—any time from age 50 to 70. This low 
net cost, participating policy provides life 
insurance protection in addition to annuity 
benefits. Joint and last survivor options 
are right in this flexible contract. What’s 
more, family income, family protection 
and other riders may be added, and waiver 
of premium, disability income and double 
indemnity are available. 


This attractive 5-Star Annuity is an- 
other reason for our proud claim that 
LNL is geared to help its field men. 


NATIONAL LIFE 


INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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LIFE AGENCY CHANGES 





Ferren, Richardson Head 
Occidental Atlanta Branch 


Occidental Life of California has ap- 
pointed Ralph S. Ferren manager, and 


Harry L. Richardson, Jr., brokerage 
manager at the new branch office in 
Atlanta. Mr. Ferren was formerly as- 


sistant manager at Washington, D. C. 
He has been with the company since 
1947. Mr. Richardson joined the com- 
pany at Atlanta in 1946. 





Stoner Norristown Manager 


Harold E. Stoner has been appointed 
manager at Norristown, Pa., by Colonial 
Life. He formerly was an administra- 
tive assistant in the agency department 
at the home office. He has been with 


Colonial since 1935, serving at Norris- 
town and West Chester, Pa. He is a 
Navy veteran. 





Smith New Group Manager 


Prudential has appointed Charles S. 
Smith, Jr., manager at the new Birming- 
ham group office. Mr. Smith has been 
with the group department since 1948. 
He is a graduate of University of Penn- 
sylvania. 





Prudential Names Griesbach 


Prudential has appointed Russell H. 
Griesbach district manager at New 
Brunswick, N. J., to succeed Robert J. 
Bruce, recently named director of agen- 
cies. Mr. Griesbach was formerly dis- 





\ 






A complete program in a single package. 
Makes it easy to measure your prospect’s needs 


xt ; 
ae Meneral American 
helps you pattern 


the campaign with the | 
A & S$ TAILORED PACKAGE 






7 quickly and to show him visibly how the pro- 
gram fits his income, the work he does, and 
his family situation. It’s another visual aid sup- 
plied by General American to back up the 
efforts of men in the field. 


GENERAL AMERICAN LIFE 


A MUTUAL LEGAL RESERVE LIFE INSURANCE COMPANY 
ST. LOUIS, MISSOURI 





WANTED 


An agency man by a fast growing legal reserve life 
insurance company located in the South, selling life 
and accident and health. Salary commensurate with 
ability. Good opportunity for the right man. Our per- 
sonnel are aware of this ad. Address L-67, The 
National Underwriter, 175 W. Jackson Blvd., Chicago 


4, Ill. 











trict manager at Camden. He has been 
with the company since 1936. 


Midland Mutual Names 


Yeager General Agent 


Midland Mutual 
Life has named 
Randall G. Yeager 
general agent for 
northeastern Indi- 
ana, at Warsaw. Mr. 
Yeager was for- 
merly superintend- 
ent of agencies, and 
agency vic e-presi- 
dent for Lafayette 
Life. He started 
with that company 
in 1937 and has had 
experience in the 
field. 


Randall G. Yeager 





Life & Casualty Ups Morgan 


Life & Casualty has appointed W. L. 
Morgan district manager at Tupelo, 
Miss. Mr. Morgan joined the company 
there in 1937, and became superintendent 
in 1946. 





Name Edwards Group Head 


Pacific Mutual Life has appointed 
Gordon H. Edwards group manager at 
Indianapolis. Mr. Edwards joined the 
company at Los Angeles in 1949, and 
the following year transferred to Hous- 
ton and San Francisco. 


Aetna Life Promotes Kalb 


Aetna Life has appointed Mark L. 
Kalb assistant general agent at Kansas 
City. Mr. Kalb has been with the 
agency since 1949. He is a graduate of 
Northwestern University, and a veteran. 








Prudential has appointed Claire W. 
Wall assistant manager at Albuquerque. 
He has been with the company since 
1947. 


LIFE MANAGERS 


Chicago Managers Vote in 
Nelson; Lament Low Funds 


Life Agency Managers of Chicago at 
their annual meeting elected as presi- 
dent Harvey O. Nelson, Equitable of 
Iowa. Elmer Grandson, Union Central, 
is vice-president, and Henry C. Hunken, 
Connecticut Mutual, is secretary-treas- 
urer. 

Speaker was John D. Marsh, Lincoln 
National, Washington, D. C., secretary 
of National Assn. of Life Underwriters. 
Mr. Marsh described his unique, suc- 
cessful and sophisticated agency. 

The retiring president of the Chicago 
group, A. D. Crow, Lincoln National, 
commented in his report that it was 
unfortunate the organization has to op- 
erate on an inadequate budget. He said 
the group sometimes wondered if it 
could afford to send even routine mail- 
ings to members and he recommended 
that a special committee be appointed 
to rectify the financial problems. Speak- 
ing of the general agents and managers 
conference of N.A.L.U., of which Mr. 
Marsh is vice-chairman, Mr. Crow said 
that the Chicago group did everything 
possible to encourage members to join 
the new conference but was prevented 
from enrolling its membership en masse 
by limited finances. 

The organization is holding an annual 
party on June 4 in lieu of its annual 
golf day. 


Stress Indemnity Value 


Life men should emphasize the indem- 
nity value of life policies in these days 
of inflation, B. N. Woodson, managing 
director of N.A.L.U., told San Francisco 
General Agents & Managers Assn., with 
a number of managers from Oakland 
also in attendance. 

In stressing the indemnity idea, he 

















ance, where producers are obtaining aq. 
ditional coverages ‘by pointing out to 
property owners the greater costs of Te. 
placements. The same principle applies 
to life insurance, he said. 

Mr. Woodson also reviewed the status 
of section 213 in New York, the Kilday 
bill, the Keogh bill and recent NLRB 
decisions. 


Little Rock Clam Bake 


Little Rock managers recently held 
their first annual clam bake and Outing 
at Scott, Ark., with a capacity turn-out 
In charge of arrangements were C. [, 
Durrett, Jr., Pacific Mutual Life; Pharjs 
Hughes, Metropolitan; H. H. Michael, 
Life of Georgia; J. O. Gaultney, New 
York Life, and E. Nix, National 
L. & A. 





Michigan Managers Elect 


Michigan managers have elected Les. 
ter C. Peters, Metropolitan, Lansing, 
president; William M. Milligan, Many. 
facturers Life, Detroit, vice-president, 
and Fred A. Lumb, New England Mp. 
tual Life, Grand Rapids, secretary. 
treasurer. 


Hear Russell at Nashville 


Emmett Russell, vice-president jn 
charge of the underwriting division of 
Life & ‘Casualty, addressed the Nash- 
ville managers on “The Principles of 
Underwriting.” 


Ziegan Richmond Speaker 

Samuel L. Ziegan, general agent of 
Provident Mutual Life, addressed Rich- 
mond, Va., managers on “Hidden Treas. 
ures in Business Insurance.” 


Reviews Agent-Testing Aids 

H. P. Kasche of Kasche & Kasche, 
general agents of Aetna Life at Milwau- 
kee, spoke on “Psychological Testing as 
an Aid in the Selection of Salesmen” at 
a session at Marquette University college 
of business administration, sponsored by 
the university and Milwaukee Sales 
Managers Assn. 


Sanford Talks at Seattle 


O. D. Sanford, executive vice-presi- 
dent Northwestern Life, discussed “Dis- 
ability Insurance and How It Concerns 
the Agency” at a meeting of Seattle 
managers. W. Robinson, Fidelity 
Mutual Life, was chairman. The an- 
nual “Hi-Jinx” dinner has been set for 
June 6. 











Oregon Managers Election 


Oregon Managers have elected Harry 
C. Krehbiel, Provident Life of North 
Dakota, president; Charles L. Slane, 
Lincoln National, vice-president, and 
Gordon D. Orput, New England Mutual 
Life, secretary-treasurer. 


Richard F. Myers, Lincoln National, 
won the golf trophy of the Arizona 
managers by defeating M. A. Morey, 
Business Men’s Assurance, in a play-off. 


RECORDS 


Old Line Life, Milwaukee, reports for 
the first quarter a net gain of $2% mil- 
lion in life business in force for a total 
of $148,599,111. A. & H. business con- 
tinued on a par with last year. Assets 
totaled $44,435,821, a gain of $426,493 for 
the three months. Payments to _ policy- 
owners and beneficiaries were $663,389, 
60% of which went to living policyown- 
ers. 

Insurance in force through April for 
Bankers Life of Iowa totaled $1,708,831,- 
504, a $31 million gain over the first four 
months of last year. New paid _ business 
for the first four months reached $66,- 
633.359. April ordinary sales totaled $11 
million, and group business amounted to 
$8 million. 

New paid business for April for Man- 
hattan Life totaled $12,234,750, a gain of 
11% over April of last year, and a rec- 
ord for the month. 

New paid business for the first quarter 
for Occidental Life of California totaled 
$126,378,640, a 10% gain over the first 














likened the situation to that in fire insur- quarter of last year. 
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AMONG COMPANY MEN 





MacCharles to Retire as 
Great-West Gen'l Manager 


Frank D. MacCharles, general man- 
ager and actuary of Great-West Life 
since 1938, will retire at the end of the 





F. D. MacCHARLES 


month, following 41 years with the com- 
pany. Mr. MacCharles joined the actu- 
arial department in 1911, and became 
assistant actuary in 1920. The following 
year, he was appointed assistant general 
manager and actuary. He has been a 
fellow of Society of Actuaries since 1919. 


Connecticut Mutual Names 
Sheridan, Joslin, Scheidler 


Connecticut Mutual Life has appoint- 
ed Paul H. Sheridan mortgage secre- 
tary, and E. Carl 
Joslin and George 
A. Scheidler super- 
big of city loans. 

Mr. Sheri- 
dan joined the com- 
pany in 1933, and 
became _assist- 
ant supervisor of 
city loans in 1941. 
He was named 
supervisor in 1946. 
He is a graduate of 
Fordham Universi- 
ty. Mr. Joslin has 
been with the com- 
Geo. A. Scheidler pany since 1936, 
and assistant supervisor of city loans 
since 1946. He is a graduate of John 
Marshall law school. Mr. Scheidler 











E. Carl Joslin 


Paul H. Sheridan 


went with the company in 1923, and 
transferred to the city loan department 
in 1936. He became assistant super- 
visor in 1949, 


Sun of Baltimore Names Two 


Sun Life of Baltimore has appointed 
Bertram A. Frank assistant secretary, 
and Norman F. Edmonds assistant gen- 
eral counsel. Mr. Frank joined the or- 
dinary department in 1927, and became 
manager in 1946. Earlier this year, he 
was named home office agency manager. 
Mr. Edmonds has been in the legal de- 
partment since 1942. 


Holliday, Trapani, Spange 
Named to Home Office Posts 


Security Mutual Life has named the 
following to home office posts: Bernard 
K. Holliday, chief underwriter; Simon 
R. Trapani, group sales manager; Helge 
W. Spange, field service manager; Rich- 
are J. Parker, group representative. The 
company has also named Donald O. 
Nixon group manager at Pittsburgh. 

Mr. Holliday was formerly director 
of personnel and sales training Conti- 
nental Casualty; Mr. Trapani was for- 
merly with Continental Assurance, 
John Hancock, and Guardian Life; Mr. 
Spange was with Prudential; Mr. Park- 
er and Mr. Nixon with Equitable So- 
ciety. 





Prudential Advances Bruce 
to Director of Agencies 


Prudential thas appointed Robert J. 
Bruce director of agencies. Mr. Bruce 
joined the company at Toledo in 1936. 
He later became staff manager at Mill- 
ville, N. J., and district manager at 
New Brunswick, N. J., in 1949. While 


there his office twice cited for 


accomplishment. 


Life & Casualty Advances 
Linn to Vice-President 


Life & Casualty has promoted Harry 
Linn, district man- 
ager at Tupelo, 
Miss., to vice- 
president and man- 
ager for the north 
central division. 
Mr. Linn joined 
the company at 
Tupelo in 1931, 
and became man- 
ager in 1936. He 
led all district 
agencies in produc- 
tion 1944-46, and 
1949. His agency 
is also tops for a 
10-year period, and 
second on a 15-year basis. 


was 








Harry Linn 


finished 





Hook, Rickard to Dallas 
for Northwestern National 


Northwestern National Life has ap- 
pointed Vernon Hook superintendent of 
agencies, and Brooks C. Rickard, assis- 
tant superintendent, at the new south- 


west divisional office at Dallas. Both 
were formerly with the Kansas City re- 
gional office. As part of the company’s 
decentralization program, former re- 
gional offices wili henceforth be desig- 
nated divisional offices, under a super- 
intendent of agencies. 





National Life of Vermont 
Names George’s Successor 


National Life of Vermont has ad- 
vanced Donald C. McLean, assistant 
director selection 
department, to as- 


sistant actuary to 
succeed the late 
Harold J. George. 

Mr. McLean 
joined the actuarial 
department in 1947. 
The same year he 
transferred to the 
selection depart- 
ment where he be- 
came assistant di- 
rector in 1949. He 
entered the busi- 
ness with Manu- 
facturers Life at 
Toronto in 1937, and in 1940, joined Do- 
minion General. He is a fellow of So- 
ciety of Actuaries. 








terms.” 
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John Teppler says, “Prudential’s Temporary Income policy com- 
pletely covered this $8800 mortgage for only $19.32 quarterly at 
age 35. Rock-bottom cost is what makes this plan so popular with 
my mortgage insurance prospects. It is thrifty decreasing Term 
insurance, and Prudential makes it available in a wide variety of 


The Temporary Income policy can be tailored to fit the needs 
of almost any prospect. Just get from your prospect: 
AGE, INTEREST RATE, MORTGAGE BALANCE, YEARS 
FOR MORTGAGE TO RUN. Your nearest Prudential Agency 
will supply the other details. Call on us today. 


The above facts are based on an actual case, 
but, of course, true identities are not given. 


THE PRUDENTIAL Insurance Company of America 


A mutual life insurance company 


HOME OFFICE: 


Mrs. Anne Caldwell, mother and homemaker, says — 


“My husband died less than two months after we got 
this policy. But thanks to John Teppler, our insurance 
man, the children and I have a roof over our heads 
today — and our home is free and clear.” 


PRUDENTIAL 
SECURITY PLANS 
SELL 

BECAUSE THEY SERVE 





HIS 


NEWARK, N. J. 











Donald C. McLean . 
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fpeinsurance 





We believe Employers Re was the 
earliest ‘‘professional’’ reinsurer in 
Accident & Health—back there in 
the teens. Our long-seasoned and 
non-competing service will be satis- 
factory to you as it has been to 
scores of Companies using rein- 
surance in their A & H operations. 





Insurance Exchange Bldg. 
KANSAS CITY, MO. 




















INSURANCE COMPANY, INC. 





NEWS OF LIFE 


ASSOCIATIONS 





Ohioans Elect 
Blohm President 


Ohio Assn. of Life Underwriters at its 
annual meeting at Columbus selected 
Canton May 15-16 
for its convention 
next year and elect- 
ed these officers: 
President, W. Hen- 
ry Blohm, Provi- 
dent Mutual, Cin- 
cinnati; vice-presi- 
dents, George F. 
Chapman, Penn 
Mutual, Toledo; 
Robert F. Horn, 
Ohio State Life, 
Mansfield; William 

- Hoyer, John 
Hancock, Colum- 
bus; Jack A. Stew- W. Henry Blohm 
art, Phoenix Mu- 
tual, Cleveland, and George O. Walker, 
Franklin Life, Canton; national commit- 
teeman, Robert K. Zimmer, Penn Mu- 
tual, Columbus. Homer Trantham of 
Columbus is secretary and counsel. 

Judd C. Benson, Union Central, Cin- 
cinnati, past president of the National 
association, told about the plans for the 
N.A.L.U. Memorial Building. 

The Ohio Leaders Club elected four 
new directors: Robert Bradley, Colum- 
bus; Richard C. Sanford, Cincinnati; 
James E. Krause, Mansfield, and King 
Baer, Toledo. Dr. David Gregg, dean 
of the American College, spoke. 


Virginians Elect Jenkins; 
Hear Cleeton on N.A.L.U. Site 


Wilbur L. Jenkins, Life of Georgia, 
Richmond, was elected president of Vir- 
ginia Assn. of Life Underwriters at its 
annual meeting in Richmond. Other offi- 
cers are R. D. Carson, manager Jeffer- 
son Standard Life, Roanoke, first vice- 
president, and Thomas Ayers, Life of 
Virginia, Newport News, second vice- 
president. There were more than 700 
persons present at a luncheon which 
featured Charles E. Cleeton, president 
of N. A. L. U., who expressed himself 
as “very much impressed” with the 
possibility of Richmond as site for the 
contemplated new general offices of N. 
A. L. U. Mr. Cleeton was in Richmond 
for the dual purpose of addressing the 
association and investigating the possi- 
bilities of the location for N. A. L. U. 
headquarters. 








Long Islanders Nominate 


The Long Island branch of the New 
York City Life Underwriters’ Assn. has 
nominated: Albert Fabre, Prudential, 
president; John M. Reisert, Equitable, 
Kermit L. Updegrove, New York Life, 
Victor J. Butts, John Hancock, vice- 
presidents; John J. Pitfick, Metropolitan, 
secretary; William F. Gildea, Prudential, 
treasurer; directors, M. F. Terbrueggen, 
Prudential, Benjamin Lowenstern, Se- 
curity Mutual, G. D. Good, Equitable, 
Walter MacDonald, Continental Assur- 
ance, Ivan Vrbanich, Prudential, and 
C. J. Scheidleman, John Hancock. Elec- 
tions will be held in June. 





Brooklyn Branch’s Slate 


The Brooklyn ‘branch of the New 
York City Life Underwriters’ Assn. has 
nominated officers and directors as ;fol- 
lows: Sophie Lubroth, Mutual Trust 
Life, president; Carl E. Haas, Conti- 
nental Assurance, Edward L. Rosen- 
baum, Mutual Benefit Life, Morris 
Besso, Metropolitan Life, vice-presi- 
dents; Robert J. Sayles, Prudential, 
treasurer; Joseph Schulman, Aetna Life, 
secretary; directors, Maurice Blond, Mu- 
tual Trust Life, E. C. Dohse, Pruden- 
tial, Jack Warshauer, Guardian Life, 
Henry Marshall, Berkshire Life, Louis 
Robinson, Metropolitan, Murray Klein, 





Metropolitan, George Ayd, Prudential 
Marshall M. MacLeod, Prudential, Wj. 
liam Krauss, New England Mutual, Ar. 
thur Bikoff, Aetna Life, and Rober Par; 
John Hancock. The election is sched. 
uled for June. 


Marsh Addresses Full House 
at Utah Association Meet 


There were 200 present at the annuaj 
sales congress of Utah Assn. of Life Un. 
derwriters at Salt Lake City at which 
the keynote speaker was John D. Marsh, 
general agent Lincoln National, Wash. 
ington, D. C., and secretary of N. 4 
L. U. Mr. Marsh outlined the following 
steps necessary for success in life jp. 
surance: 

1. A true belief in the services of life 
insurance. This means the agent should 
own life insurance -and put his own 
house in financial order. 

2. The agent should budget his bugj- 
iness and personal expenses and apply 
common business principles. 

3. The agent must have definite ob. 
jectives, both long and short term. 

4. The agent should establish a time 
schedule and develop good habits to 
overcome the “consciousness of loss of 
time.” 

5. The agent should maintain a re. 
cord of activity and finances, so that 
he has a method of time control and js 
definitely keeping score. 

6. The agent should establish a set 
of rules and standards to live by. 

7. The agent in selling should show 
and demonstrate his own life insurance 
plan and program. 


Humphrey Heads Northern 
New Jersey Association 


Horton Humphrey, Aetna Life, has 
been elected president of Northern New 
Jersey Life Underwriters Assn., succeed- 
ing Philip H. Gillis. 

Others elected are Kenneth MacWhin- 
ney, John Hancock, and Stanley Aquil- 
ino, Metropolitan, vice-presidents; Peter 
Daly, Jr., Bankers National, secretary; 
Joseph Flanagan, New England Mutual, 
treasurer; H. D. Thorne, Connecticut 
General, and G. J. Corwin, Jr., Lippman 
& Lowy agency, directors for two years; 
Frederick Hagney, Prudential, director 
for one year. 











Pasadena-San Gabriel, Cal.—The film 
“The Bettger Story’ was shown follow- 
ing a transcribed report of the midyear 
meeting of the National association. 


Hutchinson, Kan.—Edward Vickers, 
Metropolitan, was elected _ president; 
Ernest Woleslagel, Equitable Life of 
Iowa, vice-president, and Bryce Cooper, 
Northwestern National Life, secretary- 
treasurer. 

Lloyd Perryman, Northwestern Na- 
tional, Topeka, spoke on “Building a 
Solid Market.” 

Utica, N. Y.—Ralph G. Englesman, 
New York general agent of Penn Mutual 
and present head of L.U.T.C., addressed 
the May meeting, 

Los Angeles—The association has an- 
nounced that 47 of its members were 
members of the 1951 Million Dollar 
Round Table, 30 have been awarded 
NQA certificates for producing $500,000 
or more of new business in 1951 and 85 
for producing $250,000 to $500,000, and 
that 24 are C.L.U.s. 

Raleigh, N. C.—Tom E. Williamson, 
district manager for Southland Life, has 
been elected president. 

Erie, Pa.—Edward H. Aiken, assistant 

manager of Equitable Society at Pitts- 
burgh, spoke on “Not Life Insurance but 
Life.” 
» New Bedford, Mass.—John L. Harrison 
was elected president; Joseph E. Welsh, 
John Hancock, vice-president; Paul L. 
Smith, general agent Columbian National 
Life, secretary, and Eugene Mendonsa, 
John Hancock, treasurer. 

Phoenix—The monthly meeting of the 
Arizona association featured a round 
table discussion of business insurance 
participated in by members of the gradu- 
ating L.U.T.C. class. Panel discussants 
were Leonard Moran, National Life of 
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vermont, vice-president Arizona asso- 
ciation; Wesley Douglas, Kansas City 
Life; Nelson F. Huie, Business Men’s 
‘Assurance, and John C. Koppen, Lincoln 
National. The panel pointed out that 
there are more business enterprises in 
the category of sole proprietorships and 
that these business men are often not 
ware of the problems facing them. 

L. Wayne Adams, Prudential, has been 
named a director to fill a vacancy. 
Quincy, Ill.—Ray M. Snead, Metropoli- 
tan, was elected president; Samuel G. 
Rickard, Metropolitan, vice-president; 
Russell Mutz, National L. & A., secre- 
tary, and Gregor Walz, Metropolitan, 
treasurer. Russell M. Logan, Purdue 


a 











WANT ADS 


13 inch per insertion— 1} inch mini- 
= tka words per inch. Deadline Tues- 
day morning in Chicago office — 175 W. Jack- 
son Blvd. Individuals placing ads are requested 
to make payment in ad 

THE NATIONAL UNDERWRITER 

Life Insurance Edition 











ee 


Assistant Medical Director 


Large Western Life Company wants 
assistant medical director, age 30 to 40 
preferred. Prior experience desirable, in- 
cluding electro-cardiography and x-ray. 
Address letter outlining personal history, 
education, experience, present salary and 
family status to 
Box L-44 


The National Underwriter 
175 W. Jackson Blvd., Chicago 4, Ill. 
Our staff knows of this ad. 








UNUSUAL OPPORTUNITY 
WITH NEW COMPANY 


lifetime opportunity. New company amply 
financed. Building staff. Desire young man 
some experience in home office underwrit- 
ing and accounting. Salary commensurate 
with experience. Ground floor opportunity 
to grow to executive position. Write for 
full details. Address 1-68, The National 
Underwriter, 175 W. Jackson Blvd., Chicago 
4, Illinois. 








WANTED 


Assistant Cashier and 
Bookkeeper 


To take charge of rapidly expanding premium 
collections, reports, employee tax returns, two 
sets of books (double entry), statistical stud- 
ies, cost analysis, etc. Work and live in beau- 
tiful surroundings in small town one hour from 
New York. Opportunity for advancement for 
one interested in learning more about the life 
insurance business through study of L.O.M.A. 
with expenses paid. Accuracy with figures, abil- 
ity to compose and efficiently type one's own 
letters essential. Starting salary from $50 to $75 
per week depending upon ability and experi- 
ence. Replies held confidential. Reply to: John 
Kellam, C.L.U., General Agent, National Life 
Insurance Company, Box 488, New Canaan, 
Connecticut. 








OPPORTUNITY 


Unusual opportunity for a young man ex- 
perienced in life and fire underwriting. 
Will make him partner with no investment 
if he can produce. This agency has a large 
fire insurance business also a large real 
estate business. This is a bonafide propo- 
sition in Michigan. Address L-61, The 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 








WANTED 


Manager for Home Office 


Accident & Health 
Department 


for a Southwest Life Insurance Company. Here's 
@ real opportunity. This is a new department 
and need an experienced man in Accident 
and Health to design policies and sales ma- 
terial. Write us about yourself. Your inquiry 
will be kept confidential. Address L-63, The 
National Underwriter, 175 West Jackson Blvd., 








Chicago 4, Illinois. 








University, spoke on “More Dollars for 
You.” 

. St. Louis— Charles E. Cleeton, presi- 
dent National association, will speak on 
“The Ten Commandments” at a luncheon 
meeting. 

Oklahoma City—Joseph M. Pinkerton, 
manager of Prudential, has been elected 
president; Lawrence Klein, John Han- 
cock, vice-president; Mike Massad, Con- 
necticut Mutual, secretary, and Charles 
Saulsberry, Great Southern, treasurer. 

More life insurance is sold through 
the heart than through the head,Noel L. 
Welsh, Metropolitan Life, Tulsa, said. 
He stressed both the importance of 
motivation and the economic appeal. 

Port Huron, Mich.—Recordings of sev- 
eral of the outstanding addresses and 
discussions at the N.A.L.U. midyear 
meeting at Chicago were presented con- 
stituting a more complete and vivid 
“report” of the convention than could 
have been provided in any other way. 
Byron C. Johnson, the local president, 
arranged the ‘broadcast.” 

Port Arthur, Tex.—The South Jeffer- 
son County association elected these of- 
ficers: Charles W. Dean, Metropolitan 
Life, president; W. Y. Henry, Bankers 
Life of Iowa, vice-president; Lowell C. 
Waltrip, Metropolitan, secretary. 

Galveston, Tex.—Newly elected officers 
are: Frank E. Simmen, Great Southern, 
president; V. Vassallo, Texas Prudential, 
vice-president; John B. Tickle, Union 
Central, secretary; E. A. Wilburn, Pru- 
dential, national committeeman. 

Austin, Tex.—These officers have been 
elected: W. G. Chote, Southwestern Life, 
president; Neville Johnston, Western 
Reserve Life, vice-president; Noble Doss, 
Paul Revere Life, secretary; Roger Dur- 
rett, American National, treasurer. 

J. G. Gatoura, secretary of Texas Assn. 
of A. & H. Underwriters, called the at- 
tention to the disability insurance sales 
course which is to be held at University 
of Texas June 2-4, 

Cleveland—John F. Olsen, Sun Life of 
Canada, was appointed public relations 
chairman. 


Dudley Pruitt Heads 
Accounting and 


Statistical Assn. 


CINCINNATI—Registration at the 
annual meeting of Insurance Account- 
ing & Statistical Assn. went well 
over 1,000 for the first time in history. 
Following the opening general session, 
the life, casualty, fire, and A. & H. 
sections split up for their own section 
meetings and workshops. 

Dudley Pruitt, actuary of General Ac- 
cident, vice-president, was elected pres- 
ident, succeeding Ralph Kennon, vice- 
president of Central Standard Life, who 
becomes chairman of the board. 

. B. Savage, secretary of Wiscon- 
sin National Life, becomes one of the 
four vice-presidents, who with the pres- 
ident and chairman constitute the exec- 
utive committee. The vice-presidents 
are Joseph Hughes, comptroller Pan- 
American Life; A. H. Benson, audi- 
tor Lumbermen’s Mutual of Mansfield, 
O., and E. L. Brandt, vice-president 
Auto-Owners, 


Some Officers Continue 


A. S. Kuenkler of U.S.F. & G., becomes 
public relations director. The following 
officers continue: L. J. Hale, assistant 
controller Kansas City Life, secretary- 
treasurer; George Runyan, American 
United Life, publications director; L. 
M. Cox, Employers Mutual ‘Liability, 
research director, and J. A. Roberts, 
Continental Assurance, exhibits director. 

The following become directors of 
the various sections: W. E. Sather, 
North American Life & Casualty, A. 
& H.; J. B. Clancy, secretary-comp- 
troller. Royal-Liverpool, casualty; Paul 
Otteson, actuary Federal Mutual Im- 
plement & Hardware fire, and Rodney 
Wilcox, Connecticut General, life. 

Above all else, the successful exec- 
utive must have top judgment ability 
and must be willing to take the con- 
sequence of his decisions, Dr. J. Elliott 
Janney of Rohrer, Hibler & Replogle, 
consulting psychologists, declared. The 
closer a man is to the top, the more im- 
portant leadership skills’ become. 









































“Say, are those the only kind of curves these boys are interested 


in around here?” 


Bankerslifemen Are Intensely 
Interested in Results 


It is improbable that Bankerslifemen ignore all attractive curves 
except those related to sales results, but they do watch the 
charts carefully. 


The typical Bankerslifeman recognizes that the upward curve 
of his sales record reflects not only his personal selling effec- 
tiveness, but also the service he is rendering to policyowners 
in providing protection. He is interested in both, not just the 
selfish angle alone. 


This genuine interest in rendering ever-greater service is just 
one of the characteristics which make the typical Bankerslife- 
man the kind of life underwriter you like to know as a friend, 
fellow worker or competitor. 


BANKERS COMPANY 
DES MOINES, IOWA 
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agent are Pacific Mutual’s complete personal protection 
plans. One reason—ACCIDENT & SICKNESS DISABILITY INCOME 
is a coverage policy owners are proud to recommend. 
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LIFE INSURANCE COMPANY 
HOME OFFICE—LOS ANGELES, CALIF. 
Doing business only through General Agencies 
located in 41 states and the District of Columbia 
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lV] Group 
VV) Salary Savings 
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VY] Wholesale 


[Y] Medical and Surgical lV) Brokerage 
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lv] Health 
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Registered Life Protection 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President Home Office: Dallas 


Life insurance in force exceeds $375,000,000.00 






























































well-balanced 


l-balanced company is, we believe, a company 


... whose financial position is strong 

... Whose geographical market embraces a 
balance of metropolitan, town and rural 
areas 

. .. whose policy contracts include all funda- 
mental coverages... 


EIT 


> 
3. 


It is a company 
... whose contributions to its industry have 
been recognized as outstanding 

. .. whose growth has been steady and uniform 

... Whose size is sufficiently large to assure 
confidence and prestige 

. whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 

. . whose reputation as a friendly company 

has been consistently upheld 


Fidelity is a well-balanced company 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 








Sales Ideas That Work 





Wealth of Sales Ideas at 
No. California Sales Forum 


Life insurance selling is not a profes- 
sion but should be conducted on a high 
professional scale, according to O. Sam 
Cummings, Texas general agent of Kan- 
sas City Life and former president of 
N.A.L.U., closing speaker of the north- 
ern California sales forum conducted by 
Oakland-East Bay Life Underwriters 
Assn. He said there has been a trend 
toward too many plans and not enough 
performance in the transition from pol- 
icy peddling to “need” selling. 

To obtain the professional attitude, he 
said there should be a sound and com- 
prehensive knowledge of life insurance 
and its uses; highly developed skill in 
presenting the services of life insurance 
and in persistency and motivating people 
to buy; a progressive exploitation of an 
ever-enlarging market of constantly im- 
proving quality. Mr. Cummings paid 
high tribute to the late Paul Speicher, 
at the close of which the assembly stood 
for a moment of silence as a memorial. 


Woodson Opens with Sales Talk 


The forum offered a wealth of sales 
ideas, starting with the opening speech 
by B. N. Woodson, managing director 
of N.A.L.U., and running-the gamut 
from basic ideas for the beginner, a 
panel for those who have been in the 
field for four or five years; more ad- 
vanced discussions on business insurance 
and all its ramifications and, for the first 
time, a sales panel on A. & H. 

W. W. Whiteside of Sacramento, as a 
demonstration of finding a new field, 
told of a casual conversation with a 
business man he thought had a partner. 
In discussing partnership insurance he 
was advised the man was the sole owner 
of the business. Mr. Whiteside said: 
“Then you still have a partner. You are 
in partnership with the money you have 
invested in this business.” Since then 
he has sold many sole proprietorship 
cases, he said. 

Miss Virginia Wood, Northwestern 
Mutual, emphasized the value of follow- 
ing up “move-ins,” orphan policyholders 
and other policyholder leads. She told 
of one case where a_policyholder—a 
newcomer—with only $1,000, was ne- 
glected by others principally because she 
“lived on the other side of the tracks.” 
Miss Wood called and interviewed both 
wife and husband—the latter having 
$1,000 in another company. This call re- 
sulted in $25,000 new business—with 
check. Another orphan with $8,500 re- 
sulted in an additional $25,000—then 
another $10,000 and policies on three 
other executives in the same firm. 

Gilbert E. Hayes, New England Mu- 
tual, Oakland, consultant on group and 
pension plans, discouraged the average 
agent of limited experience from jump- 
ing into welfare group plans, pointing 
out the difficulties and the need for spe- 
cial training and the time expended often 
at the expense of other more immediate 
income production. 

A stirring talk on selling, serving and 
developing new prospects was given by 
D. Paul Fansler, 23-year-old newcomer 
to the business with Bankers Life of 
Nebraska at Fresno, whose commissions 
have averaged $1,000 a month almost 
from his first day in the business. 

Methods of screening prospects from 
suspects, organizing presentations, fol- 
low-through and filling in the gaps of 
protection both for business insurance 
prospects and providing coverage for 
men needing combination coverages for 
home as well as future economic busi- 
ness stability, controlled the panel on 
“sales patterns.” 

Moody S. Lyttle, Security Life & 
Accident, conducted the A. & H. panel. 
Mr. Lyttle demonstrated his technique, 
which with variations has produced a 
minimum of 20 applications a month 


for 25 years and 4,000 personal A. & 
policyholders since he has been in th. 
Oakland agency. Most of those presen 
said they doubted they could ever yg 
Mr. Lyttle’s personal method of cop. 
ducting an interview but they did ge 
many ideas they can apply. 

H. Roger Willis, Northwestern My. 
tual, was designated as the “agent of the 
year” in the Oakland-East Bay area. }, 
was presented the award at the luncheon 
session of the forum by L. Edwin Wang 
president of the Oakland-East Bay as. 
sociation. 





——_ 





Would Eliminate 
Mich. Part-Timers;: 
Pohl President 


A resolution favoring elimination of 
part-timers after one year was adopted 
at the annual meeting of Michigan 
Assn. of Life Underwriters. Elmer Sut. 
ter, of Reliance Life, Detroit, offered 
the proposal, which was not opposed, 
The resolution also proposed that stif- 
fer qualifying examinations be required 
of life agent applicants. 

A committee is to be named, consist- 
ing of Mr. Sutter and four other mem- 
bers representing the Detroit associa- 
tion’s advisory council, to work with 
five members from out-state associa- 
tion’s in seeking to put the resolution 
into actual effect. It was indicated that 
a conference will be sought with Com- 
missioner Navarre, and other Michigan 
department chiefs. Whether so drastic a 
step might be effected solely by de- 
partment ruling is considered doubtful 
and it is likely that legislation will be 
sought. 


Pohl Succeeds Begole 


Louis Pohl, Life of Virginia, Pontiac, 
was chosen president succeeding Mac 
Begole, Massachusetts Mutual, Ann Ar- 
bor. It was decided to hold the 1933 
convention at Detroit and the 1954 meet- 
ing at Flint. 

The vice-presidents elected are 
Frank Simpson, Detroit, Dominion Life 
(re-elected) ; Matt Chandler, Kalamazoo, 
Northern Life of Canada; Ernest R. 
Tonkel, Grand Rapids, Ohio National 
(re-elected); and Roy Mathews, Flint, 
Wisconsin National; secretary-treasurer, 
Harold Brogan, Lansing, Ohio National. 
Mr. Brogan’s decade of service to the 
state association as an officer was com- 
mended in a special resolution. 

It was decided to hold the leadership 
training school for newly elected offi- 
cers of local associations July 2 at Mich- 
igan State college. Mr. Begole, Mr. 
Brogan and the association vice-presi- 
dents are to be in charge. 

National Committeeman MacLauren 
of Detroit reported on Michigan legis- 
lative activities in the absence of Nor- 
man E. Reynolds of Lansing, counsel 
and legislative representative, who has 
‘been ill for several weeks with a ser- 
ious heart condition. The membership 
report showed a gain for the past year 
of about 175. Harry Phillips, Sun Life, 
Detroit, reported on training council 
activities. 

The convention drew an attendance of 
approximately 300. 

Major speakers were Commissionef 
Navarre, David B. Fluegelman, North- 
western Mutual, New York, N. A. L. U. 
vice-president; Harold O. Live, Detroit 
lawyer and authority on business in- 
surance; Lloyd F. Martin, Massachu- 
setts Mutual, Toledo, and Merritt D. 
Hill, vice-president of Dearborn Motor 
Corp. 
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Prudential Issues 
Limited Amounts 
Without War Clause 


Prudential has begun issuing policies 
jn limited amounts from $5,000 to $15,- 
000 without war clause to military per- 
sonnel not subject to combat or aviation 
hazards. The individual’s present or an- 
ticipated assignment will govern his 
eligibility. 

Those assigned to infantry, field artil- 
lery or similar combat units will not 
qualify, while members of medical, ord- 
nance, quartermaster and similar service 
groups may qualify if there is little 
likelihood of their being sent into com- 
bat. 

An agent’s production in this category 
may not exceed one-third of his other 
business. 


Old American Expands 
Life Insurance Scope 


Old American Life of Kansas City 
is now offering life insurance at the 
younger ages. In the past its life in- 
surance has been only for ages 50 and 
higher. Now on a non-medical basis 
it is offering up to $5,000 insurance from 
age 0 to 45 and $1,000 from age 45 to 80. 

Old American has been featuring ac- 
cident and health and hospitalization 
coverage but is now intending to build 
up its life insurance account. The life 
insurance in force is now about $2% 
million. 

Mainspring of this company is Joseph 

McGee, Jr., whose father heads 
Thomas McGee & Sons agency of Kan- 
sas City. Old American is making big 
strides. It now occupies its own home 
office building that has been thoroughly 
remodeled. It occupies the building that 
it put up at Albany, Mo., which handles 
all outgoing mail. It employs from 35 
to 50 girls and its mailings from Albany 
have. been running about six million 
pieces a year. Because of this operation, 
Albany, which has a population of 2,000, 
has a first-class post office. 


Conn. Mutual Leaders Data 


The 91 members of the Leaders’ 
Round Table of Connecticut Mutual had 
$49,718 average monthly production dur- 
ing the last club year, 514 cases a month 
and an average sized policy of $8,900. 
They made 22 calls a week, had eight 
interviews a week and two out of three 
of them use visual selling material. 

These agents average 14 years in the 
business, they paid for an average of 











Back of the Name 
Lutheran Brotherhood 


%& STANDS 


Mr. Melvin Mathison a member of the 
Mikkelson Agency of Fergus Falls, Minn. 
A new man with Lutheran Brotherhood in 
1950. During 1951, he had well over one- 
half million dollars in nie 

new business issued and 
paid for. This Society is 
proud to present its 
“*Life Career” sales lead- 
ers to the life insurance 
world. 





M. MATHISON 
Fergus Falls, Minn. 








Fergus Falls, Minn. 


*233,989 members, insured for $372,095,021.00. This 
is a Lutheran Society, thirty-four years old. . . 

is a successful ‘‘Life Career’® for you too as 
our sales rep ive to alk Luth in your 
local area. Check the offer we can make for you 
+ « « decide now . .. write today! Address your 
letter to the Supt. of Agencies .. . 


This Is YOUR Life Insurance Society 


LUTHERAN BROTHERHOOD 
LEGAL RESERVE LIFE INSURANCE FOR LUTHERANS 


Carl F. Granrud, President 
608 Second Ave. So., Minneapolis 2, Minnesota 











$255,000 in their first year in the busi- 
ness, they own $69,000 of life insurance 


each, their average age is 44, the average . 


number of children is two and most of 
them are married and own their homes. 
Two out of three went to college. 





Horace Mann Names Gavin 
Assistant Branch Manager — 


Leon Gavin has become assistant 
branch manager for the Chicago metro- 
politan area for Horace Mann Life, an 
affiliate of Horace Mann Mutual Cas- 
ualty, with headquarters at Harvey. 
The life company. has operated for two 
years in Illinois only and is now prepar- 
ing to enter Iowa. Mr. Gavin, whose 
background includes general insurance 
sales and life insurance experience, will 
provide the insurance know-how for the 
company which depends largely on 
school teachers to sell the coverage. The 


companies are affiliates of Illinois Edu- 


cational Assn. and channel their opera- 
tions through this group to which the 
school teachers of the state belong. 
They market all types of A. & H., auto- 
mobile insurance, and life insurance ex- 
clusively for teachers and their families. 
Next fall they will begin marketing an 
accident coverage for school pupils. 
Mr. Gavin was for a time with John 
Hancock in Chicago and district super- 
visor for Union Central. The Horace 
Mann companies plan soon to establish 
an office in the loop and one in Evanston. 
Mr. Gavin is secretary of the ‘Calumet- 
oe Heights Life Underwriters 
ssn. 





Discuss Estate Planning 


Buffalo Life Insurance Trust & Bank- 
ing Council discussed estate planning. 
The question of when income from a 
trust fund or options under life insur- 
ance policies should be used was dis- 
cussed. 

‘C. Richard Shoemaker, Manufacturers 
& Traders Trust Co.; David Adler, 
Massachusetts Mutual, and Frank Ma- 
guire, attorney, were the speakers. 





Hancock Course Concluded 


John Hancock has just concluded a 
two-week course in life insurance funda- 
mentals for 12 agents. Subjects covered 
included integration of social security 
and life insurance; pensions for veterans’ 
dependents; settlement options, and 
self-organization. 


Shanks Speech in Booklet Form 


“The Return to Feudalism,” an ad- 
dress that President Carrol M. Shanks 
of Prudential gave at the Los Angeles 
Rotary Club April 18, has been issued 
by Prudential in booklet form. 


FRATERNALS 


Name Fraternal Week 
Leaders in New Jersey 


Leland J. Bayley, Unity L. & A,, 
president New Jersey Fraternal Con- 
gress has appointed Ralph Dare, Arti- 
sans Order, general chairman for the 
Fraternal Week observance with Tyson 
Yonker, Artisans, as his assistant. 


W. O. W. Names Hotz 


Woodmen of the World Life has ap- 
pointed Arthur Hotz assistant director 
for boys’ activities at the home office. 
Mr. Hotz joined the society at Ashland, 
Neb., in 1950, and later transferred to 
Lincoln. 


Ben Hur Ends Indiana Meet 


Indiana congress of Ben Hur Life 
recently concluded its 50th annual con- 
vention at Crawfordsville. Donald Bran- 
stetter, Crawfordsville, was elected presi- 
dent. Howard ‘Whitcomb, Kendallville, 
was chairman. South Bend was selected 
as congress site next year. 














v. 


v, 


v 


A Plan that gives 


PERMANENT 


PROTECTION 


at Guaranteed Low Cost 





For a guaranteed low cost Whole Life Plan, careful buyers 
are choosing the Manufacturers Life’s Guaranteed Maximum 


Protection Plan. 


G. M. P. offers ideal life coverage for the young family man 
whose need is for maximum protection per premium dollar 
plus the accumulation of an emergency cash reserve. 


@ Available ages 15-70 


@ Minimum coverage—$5,000 


@ Substandard 


@ Non-participating 


CONTACT ONE OF THESE BRANCHES FOR MORE INFORMATION 


Baltimore Detroit 
Chicago Hartford 
Cincinnati Honolulu 
Cleveland Lansing 


Los Angeles 
Newark 
Philadelphia 
Pittsburgh 


Portland 
Saginaw 

San Francisco 
Seattle 


Also licensed in the Dist. of Columbia, Arizona, Delaware, Idaho and Virginia. 


YOUR OWN 


COMPANY 


THE 


FIRST THEN 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


4 xX 
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Can you 


UNITED 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


@ 
_ Concord, New Hampshire _ 








He’s the life underwriter who seeks the PLUS values that 

result in more successful selling. 

offer your assured HEALTH-ACCIDENT and 

HOSPITALIZATION plus the usual LIFE insurance pro- 
ram? And can you give special consideration to sub-standard 

risks? UNITED LIFE OFFERS all this, plus vested commissions and a 

contributory retirement plan for all agents. 


Investigate now the opportunities UNITED LIFE can offer you. 4 


For particulars wrife fo WM. D. HALLER, 
Vice President and Agency Manager 
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Marsh at Grand Rapids 


John D. Marsh, Lincoln National, 
Washington, D. Cc. secretary of N. A. 
L. U., addressed meetings of Grand 
Rapids Life Underwriters Assn. and 
Life managers groups there. 


|| Actuaries || 


CALIFORNIA A 
COATES, HERFURTH & 
ENGLAND 


CONSULTING ACTUARIES 
San Francisco Los Angeles 




















Denver 

















ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 
211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 




















Harry S. Tressel & Associates 
Certified Public Accountants 
ag Actuaries 


10 S. La Saile St., saws S, Bilnets 
Telephone FRanklin 2- 
a "Wettman man, F 8 an Wwe H. Gillette, Cry 
N. A. Moscov : art 




















INDIANA & NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 


























NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 
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Smith New President of Illinois Assn. 
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very well require considerable atten- 
tion. He called for a well-organized, 
grass-roots campaign to insure legisla- 
tive success in 1953. 

There was presented a recorded ap- 
peal from the National association offi- 
cers, made at the mid-year meeting at 
Chicago, which urged whole-hearted 
agent cooperation for the establishment 
of a fund to be used in acquiring a 
home office for N.A.L.U. Following the 
presentation, it was announced that the 
average pledge of those in attendance 
Was approximately $40. 

Awards for the highest percentage 
gain in membership went to the Rock 
Riv er association and for numerical gain 
to the Chicago Heights group. 

The new president is well-qualified for 
the job. Dawn Smith has been in the 
business for 22 years, starting with 
Equitable Life of Towa at Freeport and 
moving to ‘Rockford in 1938. His five 
years of state association activity was 
preceded by service as president of the 
Freeport association in 1936 and of the 
Rockford association in 1948. A_ vet- 
eran of the last war, he has a wide ac- 
quaintance in the business. Mr. Smith 
in a short talk described the state asso- 
ciation as mainly a liaison between the 
national and local bodies. 

The only structural change made in 
the organization was that setting up 
three subcommittees of the legislative 
committee. These units, each to be 
headed by a chairman who will be under 
a general chairman, are to deal with 
licensing, coordination with the insur- 
ance department and hearings. 

At the Illinois Round Table session, 
presided over by John Bailey, Massa- 
chusetts Mutual, Galesburg, chairman, it 
was proposed that a “man-of-the- -year” 
award be made annually to the member 
contributing most to the round table 
and his local association. Considera- 
tion also was given establishment of a 
cash subsidy to be made annually to a 
round table member and used to help 
meet expenses in attending the midyear 
meeting of N.A.L.U. 


Two Luncheons 


The gathering got under way with 
luncheon meetings of general agents and 
managers and agents. The agents heard 
a discussion of “The Use of Settlement 
Options,” by members of Northern Illi- 
nois C.L.U. chapter. Moderator was 
Arthur Priebe, Penn Mutual, Rockford, 


with the panel consisting of Carlton 
Huffington, Connecticut Mutual; 
Charles Brodine, . Travelers; Charles 


Movius, Equitable Society; Ludvig Mon- 
son, Northwestern Mutual, all of Rock- 
ford, and Harold Dodson, Equitable 
Society, Belvidere. 


Emerson E. Cooper, assistant agency 
vice-president of Equitable Life of 
Iowa, who also was a speaker at the 
sales congress the following day, dis- 
cussed “Recruiting Frontier,” at the 
managers’ luncheon. He termed agency 
morale as the more important factor in 
recruiting. If the prospective agent is 
not satisfied that agency members pos- 
sess high morale and are successful in 
the business, he will not be too anxious 
to join them. The manager’s first duty, 
he said, is to assist the present agency 
force. 

The banquet, which followed a cock- 
tail hour, was addressed by A. Jack 
Nussbaum, Massachusetts Mutual, Mil- 
waukee, an N.A.L.U. trustee. Mr. Keil 
announced the establishment of a mem- 
bership trophy, to be awarded annually 
at the Allerton Park conference. It 
will be known as the Margaret H. 
Becker membership trophy. 

Mr. Nussbaum in his talk considered 
life insurance as an investment for va- 
rious income classes, comparing it with 
other types of investments, especially 
government bonds. 

Describing the principal features of 
an investment as security and peace of 
mind, appreciation of value and liquid- 
ity of principal, Mr. Nussbaum present- 
ed examples showing how life insurance 
accomplishes these best. He empha- 
sized that prospects of increased life 
expectancy make life insurance an out- 
standing investment today. 





SALES CONGRESS 





A fine mixture of inspirational and 
educational talks contributed toward 
making the sales congress a successful 


affair. Speakers were Henry W. Per- 
sons, manager of Mutual Life of New 


York at Chicago; William K. Pierce, 
Northwestern Mutual, Elgin; J. T. Meek, 
president of Illinois Federation of Re- 
tail Assns.; Russell Tomlinson, New 
England Mutual Life, Chicago; John 
Lujack, former football great now with 
Equitable Society, Chicago, and Mr. 
Cooper. Morning speakers were intro- 
duced by Raymond P. Lotzer, Equitable 
Life of lJowa, vice-president of the 
Rockford association. Presiding at the 
afternoon session was Malcolm L. Mar- 
tin, Equitable Life of Iowa, general 
chairman of the sales congress. A mo- 
ment of silent tribute was paid the late 
Paul Speicher, who was president of 
Insurance R. & R. Cecil Williams, 
New York Life, president of the Rock- 
ford association, briefly recalled Mr. 
Speicher’s contributions to insurance ed- 
ucation. 








Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
11¢ John Street, New York, N. Y. 




















PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 


PHILADELPHIA 








THE BOURSE 














VIRGINIA & GEORGIA 


BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Plans 
RICHMOND e ATLANTA 


———_—— 
Seeman 

















Angelenos Blast 
Bank Loan Plans 
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have entered the three civil suits against 
two companies and the two agents. In all 
three cases, the complainants allege they 
are entitled to “recission of life insur- 
ance contracts on ground of false repre- 
sentations and fraud of agents” and 
ask for the return of premiums paid with 
interest at 7%. 

In the complaints, it is. alleged that 
the Collinges were sold policies at stand- 
ard rates, but when the policies were 
delivered they were “C” rated policies; 
that misrepresentations as to financing 
the premiums were made, and that the 
promised rate of interest in the financing 
was not obtained. 

Mr. Drummond is national president 
of Life Insurance Field Forces of Amer- 
ica—CIO, which is attempting to organ- 
ize the ordinary agents of the country. 
He is a C. L. U. and past president 
of the California Quarter Million Dollar 
Round Table. He has contracts under 
his licenses as an agent with 11 life 


insurance companies, and Mr. Steadman 
has contracts with 14 companies. 

One suit alleges that Mr. Collinge and 
his wife were solicited for insurance on 
both their lives. They gave authority 
to the agents to obtain the insurance 
at standard rates on a five-year loan 
plan at 2-34%. The complaint in one 
suit says the amount of insurance was to 
be $55,000 at age 48 for Mrs, Collinge 
and that the defendant agents prevailed 
on the plaintiff to make loans on policies 
already owned in order to get the new 
insurance in force immediately. 

The plaintiff alleges in this suit that 
the first premium of $5,827 was paid on 
a limited payment life policy on repre- 
sentation that the policy was standard. 
The plaintiff alleges that in October, 
1950,, Mr. Steadman advised him the 
loan could not be obtained. On Nov. 
6, 1950, a limited payment life policy 
with annual dividends was delivered. Mr. 
Collinge said he was leaving on a trip 
to Mexico and had no opportunity to 
examine the policy but that on Jan. 15, 
1951, he notified the agency that the 
policy was not as agreed upon because 
it was rated, and refused to accept it. 
He charged that the agent said they 


would take the matter up, but at the 
time of filing suit had done nothing, 
The plaintiff recites that on Feb. 15 
1951, he sent notice of recission to the 
company and demanded the return of 
premiums. He also says that he offereq 
to return the policy and recover the 
premiums and to surrender and cance] 
the policy. He charges that he was de. 
prived of a standard form of insurance 
and that his existing insurance and 
annuity: estate was placed in jeopardy 
because of the loan. 


Company Denies Allegations 


The company in question in this 
suit in its reply denies the allegations, 
saying that on June 14, 1950, it delivered 
the policy to Mr. Drummond and that 
the applicants accepted it. 

Mr. Steadman denies all the alle. 
gations in the suits and says he made 
application to five other companies to 
issue insurance on the plaintiff at stand. 
ard rates and all refused. He sets forth 
that the proposed plans of insurance 
are on the bank loan plans. He claims 
he notified plaintiffs that the insurance 
would be substandard. Mr. Drummond 
in answering the suit filed a demurrer 
setting forth that the complaint was am. 
biguous and not understandable. 

The first case asks for return pre- 
miums of $5,827. The second case asks 
$7,191 return premium and a specific 
demand for $35,200 damages from 
Messrs. Drummond and Steadman. The 
third case seeks $4,290 in return pre. 
miums from one of the companies. 





Hikes Group 
Hospital Rates 
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based on $8 hospital room charge, 10 
times that amount for miscellaneous 
charges, and a $200 selected surgical 
schedule would be $575 under the new 
rate schedule as against $484 under the 
old one, an increase of 19%. Maternity 
benefits are included. 

To give this group an $11 daily room 
benefit and 20 times that amount for 
miscellaneous charges with the same 
surgical schedule would cost $718 under 
the Prudential’s new rates as against 
$636 under the old, an increase of 13%. 

Many companies have been willing to 
pay the full miscellaneous charge amount 
to cover major items such as oxygen 
tent or iron lung up to the maximum 
period of the policy (usually 31 or 70 
days) but there has been so much in- 
creased utilization of such equipment, 
not all of which has been felt by the 
insurers to be necessary, that Pruden- 
tial plans to modify its benefit structure 
for plans providing more than 20 times 
the daily limit. These plans will be of- 
fered on a coinsurance basis. That is, 
the plan will pay up to 20 times the 
daily limit in full and 75% of the charges 
in excess of 20 times, with an over-all 
maximum. In the meantime, the plan 
which pays up to 31 times the daily limit 
is withdrawn. 

It is not believed that current changes 
in rates will have much effect, either in 
speeding pending cases under the dead- 
line or in discouraging those employers 
faced with paying the new rates. For 
one thing, group business is at a low 
ebb because union leaders are waiting 
for the outcome of the steel negotiations 
before putting on a determined drive for 
new or increased group benefits. 





Executives Study Inflation 


The following life insurance execu- 
tives participated in the second Ameti- 
can Assembly held at Arden House, 
Harriman, N. Y., to examine the causes, 
consequences and cures of inflation: 
Lewis W. Douglas, chairman Mutual 
Life; Byron K. Elliott, executive veg 
president John Hancock; Reynolds | 
Nowell, vice-president Equitable Soci- 
ety. A'merican Assembly is sponsored 
by Columbia University. 
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Five For One At 21 — 
Improved! 


“Five FOR ONE AT 21” was just a phrase 
in 1944 when Occidental introduced its 
Junior Estate plan “for little folk with 
big futures.” 

But “dads who can dream” quickly saw 
in Junior Estate the most sensible plan 
of juvenile insurance ever devised. For 
this policy that “grows as the child grows” 
solves the problem of children reaching 


maturity uninsured ... underinsured . . . or 


uninsurable. 


Now Occidental announces a new, im- 
proved Junior Estate policy with all the 
advantages of the old plus a low, partici- 
pating premium rate, competitive net cost, 
and an age 21 choice between Life Paid-up 
at 65 and Retirement Income at 65. 


A Star in the West...% 


a Lda, 


W. B. STANNARD, Vice President 


WE PAY AGENTS LIFETIME RENEWALS...THEY LAST AS LONG AS YOU DO” 



















that’s our NEW 
GUARANTEED ESTATE BUILDER 


the answer to every father’s dreams for his children 
> initial insurance increases to five times at age 20 
> face of policy and all premiums paid returned at death 
prior to age 20 
> guaranteed low cost—no premium increase at age 20 
> life paid up at age 60 
“the perfect sales package for every agent’ 


Regional Director Positions and-General Agency Territory Available in 
Maryland — Virginia = West Virginia 


_ Lire 
te INSURANCE COMPANY . pxnaveienia, pa. 


Protection WILLIAM ELLIOTT, President « JOSEPH E, BOETTNER, CLU, Superintendent of Agencies 

















The Manhattan Life 


Announces | 
Salary Allotment 


Insurance 


for Male and Female 
Employees & Their Families 


* 


Participants enjoy Annual Premium 
Rate although payment is by 
monthly deduction from 
employee’s salary. 


* 


VI Double Check these 
MANHATTAN LIFE FEATURES: 


1. Women receive same rates and income bene- 
fits as men. 




















2. Term Insurance to Age 64 inclusive. 
3. Preferred Risk available. 


4, Up to $5,000 non-medical. Age limit to and 
including 40. 


5. Waiver of Premium Benefit automatically in- 
cluded without specific extra charge in all 
standard policy issues. Makes no difference 
whether a woman is married or single. 


6. Overweights and Underweights: Our Height 
and Weight Table often means a break for 
too-stout and too-thin people. 


7. Women receive a life insurance contract iden- 
tical with that of men. 


Many other policies available besides those listed 
here. If you don’t have a copy of our Policy 
Directory, we’d like to send you one. 
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Need Sales Aids? we have 


I 
I 
| ’em to help you sell Salary Allotment In- 
surance. It’s a complete sales kit and yours 
I 
t 


=) 


for the asking. Write today. 


Tis doesn eels ees aceon nie 








Our 2nd 


THE MAN TAN LIFE 


INSURAN Gt COMPANY 
of NEw YorK, 
Home Office: 120 West 57th Street, New York 19, N. Y., JUdson 6-2370 


Century 
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Build 


YOUR OWN 


Profitable Agency! i 
| 


Bui wih ths EXTRA ADVANTAGES of ou Props Conia 


| Expense-Free Compensation 








| Compensation plan is separate from and here 's 
™ | expense. Overwritings— Ist year fob 
and renewal — are yours! Attract Jood vou have to 
gents 


Vested Overwriting Renewals 


Easy-to-attain qualifications entitle 
you to your renewals whether you 
live, die or quit. 


[ 
[ 
[ 
510,000 Preferred Risk Contract | 
| 
l 
| 
| 








Competitive net cost. Attracts many 
new clients. 








New Income Protection Rider 
Complete. Adjusted to every need, 
10 to 50 years, convertible to perm- 
anent forms. 











New Brokerage Contract 


For Life Men. Top commissions, 
plus Ist year expense allowance and 
fully vested renewals. | 


Result-proved Direct Mail 
. and other unique sales plans. 
Make even new agents immediate 


producers! [ Take First Step Today. 


&'2 = If you’ve had some successful insurance expe- 











Ys rience and are 28 to 50, write for full details 
TERRITORIES OPEN: on our Prosperity Contract. Address— 
Agency opportunities ore open in these states Russelt S. Moore, Manager of Agencies 
momtmic me” tit” | FRe MIDLAND MUTUAL Lite Insurance Cor 
New Jersey Kentucky lowa 
West Virginia = Indiana California 250 E. Broad Street, Columbus 16, Ohio 














